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In times of great 


stress the value 





rather the necessity 
—of adequate com- 
munications is made 
plain to everybody and in cenvine'ng fash- 
ion. During the recent period of stock 
market crashes all forms of communication 
were taxed to their utmost, and all previ- 
ous records of traffic over telephone, tele- 
graph and cable lines were broken. Losers 
and winners alike simply had to use the 
wires. 

Telephone toll messages between the 
two big trading centers—New York and 
Chicago—and all parts of the country in- 
creased to an amazing extent, and will add 
materially to the toll earnings of the par- 
ticipating telephone companies. 

The transcontinental lines running from 
New York to San Francisco and Los An- 
geles did a tremendous business. On one 
day (October 29) there were 11,000 more 
messages than the usual daily traffic be- 
tween these two points. Business over the 
trans-atlantic telephone lines even showed 
a 100 per cent gain due, in large measure, 
to the anxiety of Americans abroad to get 
hurry-up orders to their brokers in the 
United States. 

. & @ -s 

The crash in stocks will remain the 

topic ot 


and finaicial circles for a long time. This 
is Natura), 


liscussion and analysis in business 


considering the scars and dents 
made in many bank rolls. 

Telephone securities are coming out of 
the disturbance in good shape and have 
made recoveries exceeding those registered 
in most other lines of industry. The fact 


* SOME OPINIONS AND COMMENTS ON 
CURRENT TELEPHONE TOPICS 


is recognized that telephone companies dou 
not suffer in times of depression as much 
as other concerns—in fact, their earnings 
are more likely to show a growth as busi 
ness houses find they can cut expenses in 
dull times by enlarging their telephone 
service. 

Speaking generally, the stock crash will 
have the good effect of driving many per- 
sons back to work who have been spend- 
ing too much time counting paper profits 
as they watched prices go up. This ap- 
plies to others besides the little speculators, 
including some of the merger manipulators 
who have optimistically figured that two 
and two not only make four but even six, 
eight or ten. 

The Local Spirit 

During the recent Chicago convention 
the opinion was often expressed by prac- 
tical telephone managers that no effort 
should be neglected to identify the local 
operating company more closely with the 
community it serves. In most cases, Inde- 
pendent telephone men are closely identified 
with the various activities of their home 
towns, and have found it profitable in a 
business way to “tie in” with their neigh- 
bors and cooperate in all community ai- 
fairs. This has been one of the big ad- 
vantages of local ownership, and it still is. 

In these days of syndicate-buying, utility- 
mergers, chain stores and the like, there is 
a tendency to get away from this idea, 
with a consequent loss of the benefits that 


accompany the com- 
munity spirit. Cold- 
blooded economists 
may say that people 
will buy from the 
chain store that offers lower prices, rather 
than from the individual storekeeper, but 
at the same time, if all things are equal, 
they will prefer to give their trade to the 
old-time home merchant instead of to the 
foreign chain unit with its transient 
manager. 

The average American still believes 
strongly in patronizing home industries. In 
the case of telephone companies and other 
utilities, he may have no choice—there be- 
ing only one plant in the town—but the 
fact still remains that he prefers dealing 
with local interests. 

* * * * 


Ordinari'y, the telephone organization 
buying a local exchange will get along 
better with its patrons by retaining the 
manager and staff who are well known in 
the community. There are exceptions, of 
course, but in general a mistake is made 
by discharging the men who have been 
long connected with the enterprise and 
bringing in a new force to take their 
places. The effect is upsetting and re- 
quires time to rectify. 
* * *k & 

“Our experience has shown that much 
trouble can be avoided by retaining the 
same local force to run a property that 


we have taken over,” said a representative 
of one of the larger telephone organiza- 
tions in discussing the matter at the con- 


vention. 


“Of course, if there has been incompe- 
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tent management, changes must be made 
sooner or later, but too much cannot be 
said in favor of maintaining that local 
contact that means so much in rendering 
utility service. It has to mean the dis- 
placement of an awfully poor local man- 
ager by a mighty skillful man from else- 
where, to justify such a move. 

“There are cases, perhaps, when service 
conditions make it wise to provide a new 
deal at once, and when such a change will 
be welcomed by the community served, but 
they are few and far between. There are 
desperate situations where the public has 
urged outsiders to come in. and purchase 
a property that has fallen down on the 
job, and give them a different crowd to 
deal with. I know of only one such case 
among several hundred towns that have 
come to my notice. 

“In a great majority of cases it pays to 
retain the existing management, and by 
giving them better facilities they are able 
to do a better job and help the standing of 
Outside of the 
larger cities that local community feeling 


the company in the town. 


is a strong factor in the success of any 
business, and the telephone especially.” 
A Success Formula 

Several weeks ago there appeared in 
these columns a tribute to the telephone in- 
dustry from William B. Joyce, chairman 
of the board of the National Surety Co., 
who is head of the largest concern in the 
world engaged in liability insurance. Mr. 
Joyce spent six years in the telephone busi- 
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. COMING CONVENTIONS. 

Missouri Telephone Association, Ho- 
tel President, Kansas City, November 
13 and 14. 

Illinois Telephone Association, Spring- 
field, Hotel Abraham Lincoln, Novem- 
ber 20 and 21. 

Canadian Independent Telephone As- 
sociation, Hotel Carls-Rite, Toronto, 
November 26 and 27. 

South Dakota Telephone Association, 
Watertown, Hotel Lincoln, January 14, 
15 and 16. 

Nebraska Telephone Association, 
Omaha, Hotel Paxton, February 11, 12 
and 13. 

Pennsylvania State Telephone & 
Traffic Association, Penn-Harris Hotel, 
Harrisburg, May 13, 14 and 15. 








ness a quarter of a century ago, so the 
compliments he paid the industry for what 
it has achieved in helping American bus- 
iness (of which he is today one of the 
acknowledged leaders) had the weight of 
authority. 

Quotations from TELEPHONY’s com- 
ments on his high praise of what telephone 
workers are doing have been made in 
various journals, giving both the telephone 
and Mr. Joyce much valuable publicity. 
Similar prominence has also been given in 
the press to a “formula for success” which 
he has chosen during his many years of 
business experience. It follows: 
“(1) Success cannot be purchased. 
(2) Succéss cannot be found. 


(3) Success cannot be stolen. 
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(4) Success cannot be received as a 
gift. 

(5) Success cannot be inherited. 

After all there is just one royal road to 
success and it is: Do your work in a bet- 
ter way than it has ever been done in the 
past by any one, and try to do it better 
than any one in the future can do it.” 

This is quite a large order, and in at- 
tempting to carry it out, a man will have 
to attend strictly to business—but that, 
after all, is what produces results. 

es & S 

During the recent season of agricultural 
fairs and stock shows, where local busi- 
ness concerns have exhibits, a number of 
telephone companies report that they have 
made such displays and found that it pro- 
vided good advertising. 

One Illinois company arranged a com- 
plete exhibit at the fall festival held in its 
headquarters city, showing the develop- 
ment of telephone equipment since its first 
year of operation, and found that the 
switchboard and 
tracted much attention. The manager ran- 


instrument exhibit at- 


sacked his basement and was able to con- 
trast apparatus used 30 years ago with 
present-day equipment in a most effective 
manner. 

As a means of demonstrating the prog- 
ress made in the telephone industry and 
linking the operating company with other 
local business enterprises, telephone ex- 
hibits at county fairs and similar exhibi- 
tions prove helpful builders of good will. 


Advertising and Selling Service 


Elements Making Up the Selling Process Combined Make Sales Effort—Two 
Principal Parts of Sales Efforts Are Advertising and Following-Up Advertising 
by Contact—Address Given at Annual Convention of National Association 


Cemmercial Superintendent, Rochester 


Not daring to place myself on the same 
high plane as a. preacher, and, of course, 
not coming here to preach a sermon, I am, 
nevertheless, in order to approach this sub- 
ject, going to the New Testament and take 
from the Gospel of Matthew, 13th chap- 
ter, 12th verse, this text: 

“For he that hath, to him shall be given, 
and he shall abound; but he that hath not, 
from him shall be taken away that also 
which he hath.” 

Now, in all probability, the thought that 
is running through your mind is this: 
What has a verse from the New Testa- 


By Frank T. Byrne, 


ment to do with the telephone business? 

Well, that is a fair question. The text 
which I have taken is the moral of the 
parable of the Ten Talents. You know 
the story. Briefly it is this: 

A certain man, who was going into a 
far country, called his servants to him. 
To one he gave five talents, to another 
two, and to another one, and, when he had 
returned from his journey, he found that 
the servant to whom he, had given the five 
talents had increased them “to ten, and he 
to whom he had given the one had “hid his 
talent in the earth.” Of course, the mas- 


Telephone Corp., Rochester, N.Y. 


ter commended the first servant; and. 
taking the one talent away from the other 
servant, gave it to the one who had the 
ten. 

This story is nearly 2,000 years old; but 
translate it into the language of today 
and see how perfectly it tells the story ©! 
the difference between the business that 
is prosperous and growing, and the bust- 
ness that is at a standstill. The man who 
doubled his capital must have gotten oUt 
and hustled, and worked hard and com 
tinuously against odds and competition 
bring customers to his _ establishment, 
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while the other simply sat down and 
waited for them to come in. 

Our business is no different than any 
other business today. If we wish to pro- 
gress and grow with the communities we 
serve, we must follow the example of the 


for sale. 


Second, showing that the prod- 
uct fills a need. Third, fulfilling the de- 
sire for that product. 

These three elements of the 
process combined are sales effort; and the 
two principal parts of sales effort are ad- 
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take care of itself; that is, after creating 
the desire, the prospect might come to us 
to have that desire fulfilled. But is not 
that the old idea which we had when we 


assumed that the business office was main- 


selling 


tained as a place where a customer might 


secessful servant and work hard and con-  vertising and following up that advertis- come (if he wished) and ask us for 
tinuously to sell our goods. ing by contact with the prospects. service ? 
Now, what is the selling process? First, We might assume that, if we took care True, we still sell service in the busi 


making known that a certain product is 


of the first two elements, the third would 





‘Here's your 
telep pone, 
Sir!” 


a message to those who 
are now without i 
telephone service 


OR the first time in six years, we are able to 
announce that telephone facilities are now 
available in any part of Rochester. 

Making a long-sustained effort that the public 
has little realized, we are at last ready tosay that no 
person in the city need go without a telephone 
another month. 

We are using this space to tell the hundreds of 
Rochester people who have been waiting, that their 
order can now be filled. 













Over 44,000 residence tele phones now inservice 
in Rochester testify to the dependence of a majority 
of the people on this necessity in their daily life. 
We are happy today to offer this great time-saver 
to anyone, anywhere in the city. 


Call our business office or use coupon 


ROCHESTER TELEPHONE CORPORATIO™ 


Se STONE STRETT 





Pi EASE have @ representative call to 
discuss telephone service 












My nome 
s6re38 $$ —$—$— ————————— 








costs less than ten cents a day 





ness office, but the new idea is to go to the 














: “What if you see 


\, this fellow in your 
s backyard 


That prowling, skulking, terrifying figure 
deserves police attention. You don't 
want to meet him. The police do. They 
are trained to handle him. Give them a 
chance to nab him, before he gets away. 













A telephone call to headquarters, and the 
police are on the way. With a telephone 
you are able to prevent a crime or 
catch a criminal. Without it, 
you are not so well protec- 
ted. What are a few cents 
a day compared with 
the security provided /7 ' 
by a telephone? - 


Authorize us to put one in. — 







Chief of Police Kavanaugh 
says: “The prevention of 
crime and the apprehension 
of criminals would be greatly 


ed if every citizen had 
@ telephone.” 


Call our business office or use coupon 


ROCHESTER TELEPHONE CORPORATION 


S9 STONE STREFT 


sentative call to discuss tele- 


Please have a repre 
phone service 











Boarded up/ | 


= thats how your house 
M EQ: seems fo your friends 
; you dont have 


* Wd we 
oie Em: i 





. Let's consider your having a telephone, or not 
having one, from the point of view of your 
friends. 

Let's ignore what a telephone might mean to 
you, an aid to shopping, a means of calling the 
doctor, making business and social appoint- 
ments, keeping in touch with the world outside 
your home. 

What do you owe your friends? Do you really 
have the right to shut yourself off from them? 
Can you ex them to come to see you, from 
the other side of the city, maybe, on the chance 
that you be at home? Suppose a friend or 
relative pews A you in a hurry! 


Thinking about these things, you may decide that 
you owe it to your fri is to have a telephone. 


(all ower business 0fh.s or use compor 


ROCHESTER TELEPHONE CORPORATION 
9° STOWE STREET 














A telephone in the home costs less than ten cents a day 


Se 

















First Four 





Face this situation. Your home may get on 
fire. Think now what you would do. Will 
you dash out to look for the nearest fire alarm 
box, while the blaze gains headway? Will you 
shriek for a neighbor to turn in the alarm, 
while you start saving things? 


Fire department records in 
Rochester for 1927 show 
that out of @ totel of 2017 
fire otarems, 1197 came in 
over the telephone. A tele- 
phone makes next-door 
wwighbors of the comfort. 
ing boys et the fire house 


In either event precious time is lost that the 
firemen desperately need. The first minutes 
are desperately important. 

When fire threatens, 2 telephone is what you need. Al- 
weys ready, always at your elbow--it brings the fire 


department fast. The ever-present threat of fire becomes 
less fearful when you have « telephone. 


Why not instruct us, today, to put one in? 
Call our business office oF use Coupon 


ROCHESTER TELEPHONE CORPORATION 
$9 STONE STREET 





ri A telephone in the home costs less than ten cents a day 
l 





Advertisements of Newspaper Campaign Along Educational Lines to Show Value of Telephone to Prospective Subscribers. 
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Anson Glugg 


. . . has no use for a telephone 


E'S a big man in his own way, Anson is. 

Does a burglar downstairs frighten him? 

Not on your life. Anson never hesitates over 

d 10 be a free for all with a cracksman—it's a grand gamc 


\ 4, of hit and miss. If the burglar misses often 

> 4% enough Anson is a hero the next day, a live hero. 
2 =. BUT most of us would rather pick up ‘the 
c Teleph and tell headquarters that someone is 
Lo} £ tramping around the dining room. And chuckle 
~ ‘ silently while a sergeant and two patrolmen romp 
v with the visitor. Let the Anson Gluggs of the 

world go arm themselves with hotwater bottles 


and mashie niblicks. They like it! 





Your telephone, with an upstairs extension, is 
awake all night. Ready to be of instant help to 
you. Follow that impulse . . . put a Telephone in 
today .. ask us about it. 


























Ferdinand Johnson-Jones 


. .. has no use for a telephone 


It’s only lately that the twins, adorable 
children usually, have been kicking up 
some trouble. Little Imhoff has been 
eating green apples and Egbert struck 
up an unfortunate acquaintance with | 
some bees. Of course if there'd been a 
telephone handy the dector could have | 
arrived in time to help matters some! | 


Not only in an emergency is your tele- | 
phone your best friend. It literally | 
“‘runs"’ a thousand errands for you, it | 
connects you with stores and with 
acquaintances, it has a place within 
your home as surely as you live. If your | 
telephone isn’t in ycet—let us know! | 












































Porter M. Giblet 


...has no use for a telephone 


He, Porter, is not particularly old-fashioned. It's 
by just that his wife would like a phone and Porter is de- 
% termined to have things his own way. Even to clasp- 
_ 
§ 
av 


tte 


bo 





ing a dripping water pipe while his wife goes down- 
town. for the plumber! ° 


can You 


There are only a few times when vou'll need a 
phone for emergencies—to get the doctor, the fire de- 
partment, etc. But there are hundreds and.hundreds of 
times when one needs a phone in every day life. You 
need one of course. 


Rochester Telephone Corporation 


BUSINESS OFFICE- 39 STONE SI. 
































Wilbur McCronk 


... has no use for a telephone 


He was born too late to prophesy the 
downfall of the railroads. He did get 
in a word or two about the horseless 
carriage. And the acroplane happened 
along in time to take a fancy panning 
hy from him. Naturally then it just falls 
% that the telephone stands no chance— 
= 


” a 
4 
S 





it’s altogether too much of a conven- 
ience! 


PITY poor Wilbur. But there is no 
reason under the sun why you and your 
family shouldn't enjoy to the fullest the | 
comfort and convenience of being evér | 
in towch with the world—through the 
telephone that stands at your elbow. It 
is easy to have a telephone installed. 
Order one today! 


Rochester Telephone Corporation | 


BUSINESS OFFICE~ 59 STONE ST. 
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Some of Series of Newspaper Advertisements in Humorous Vein Combatting Argument, “‘Have No Use for a Telephone.” 
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prospect and see that the desire which we 
have created is acted upon and not allowed 
to lie dormant. 

Another idea that. we must get out of 
our heads is the thought that we have a 
monopoly, simply because there is no one 
ese in our operating territory selling tele- 
phone service. 

Every sale of an automobile, a radio, a 
washing machine, or an_ electrical re- 
frigerator, on the “payment out of income” 
plan, is only the opening of another chan- 


TELEPHONY 


facilities for the future. There were times 
during this period when we could not meet 
the current demand for service. With our 
waiting list disposed of and facilities gen- 
erally available for the connection of new 
business, our development was still below 
what our study showed it should be. 
We had made a survey of the city and its 
environs, and, along with the other data 
which we obtained, we made a classification 
of families according to the rental values 
of the quarters which they occupied. As 
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The first is titled, “Here’s Your Tele- 
phone, Sir!” This is the first element in 
the selling process, making known that 
the product is for sale; also advising those 
who have been waiting for service that we 
are now able to take care of them. The 
“Note to Present Subscribers” in 
type on the left reads: 

“If you are being inconvenienced by 
some of your friends not having tele- 
phones, will you not bring this announce- 


small 


ment to their attention, or send us their 
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Flora Yipe 


> 


‘3 4 
4 f 


v 


sity, | 
% 


a telephone of her own! 


it for you! 








ile 


...-has no use for a Telephone 


going to order it herself either. 
friendly way of coming over next door for an egg per- 
haps, or a cup of sugar, and to “—use the telephone for 
a moment.” Of course, the neighbors don’t object. But 
they're thinking of clubbing together and getting Flora 


| 
| 
| Some day Flora is to have a telephone. She’s not 


Rochester Telephone Corporation 


BUSINESS OFFICE-59 STONE St. 
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You see Flora has a 
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It is so easy, so simple, so cheap to have a phone of Av) 
one’s own these days that few people are without one. - If 
your’s isn’t in yet—let us know. We'll be glad to install 


Rochester 

















MORTON THRONK 


... has no use for a telephone 


USINESS OFFICE ~ 59 STONE ST. 








He doesn't need one. The Smith's next door have 
one, and they are quite obliging people. But won't 
Morton be peeved next time he goes over to use the 
Smith telephone and finds that Smith himself has 
nailed the garden gate shut. Not on your life! He'll 
vault the gate and go smiling up the walk! 


Not many people now-a-days use their neighbor's 
telephone. It is as unnecessary ‘as it is annoying, for 
the cost of a telephone today is surprisingly little. If 
you haven't a phone, let us know. We'll be glad to 
instal] one for you! 


. 


Telephone Corporation 
































Humorous Newspaper Ad Presentation of Difficulties Besetting the Path of the Borrower of Telephone Service. 


nel through which more of the monthly 
family income may flow. As the general 
method of paying for telephone service is 
on the monthly basis, we in the telephone 
business are in fact in competition with 
every one of these, not only in the sale of 
new service, but in keeping the subscribers 
we have. 

You all know that competition for the 
public's dollar is the keenest kind of com- 
Petition It cannot be met successfully 
except by the highest grade of sales effort. 
Mediocre sales effort in this kind of a 
Competitive field is only a gesture and 
extremely costly. 

Let me describe the problem which we 
had in Rochester? For some years fol- 
lowing consolidation, all of our efforts 
Were given to the unification of the prop- 
‘rties, and to the provision of additional 


a result of this survey, we found that . 


there was a market for residence service 
represented by about 16,200 potential resi- 
dence main stations, and that the total 
market would approximate 22,000 potential 
stations in 1928. The growth of the area 
is adding from 1,600 to 2,000 potential sta- 
tions per year to this market. 

Experimental sales work, which we did 
in some areas where we had facilities, 
showed us that the field had to be fer- 
tilized if a general campaign for new busi- 
ness was to be successful. 

More than half of the families in 
Rochester never had telephone service, and 
presumably did not sense its value to them, 
so we began their education through the 
newspapers. Let me show you some of the 
newspaper advertising by means of steri- 
opticon slides: 


names? We shall be glad to try to interest 
them in telephone service. 

No. 2 is titled, “What If You See This 
Fellow?” The rest of the ads show that 
the product fills a need, or the second 
element. This covers the protective fea- 
ture from the police angle. 

“Boarded Up” is the heading of No. 3. 
This features the isolation angle, showing 
how the family without service is shut off 
from the rest of the world. 

No. 4 is captioned, “When You Want 
These Boys.” It deals with the protective 
feature again, from the fire hazard stand- 
point. 

No. 5, “Anson Glugg,” and those which 
follow are some ads that are in a much 
lighter vein than the four just shown, and 


have considerable humor. Glugg may win 


his battle with whoever it is that is prowl- 





18 


TELEPHONY 


Vol. 97. 





























Henry Roost 
... has no use for a telephone 


Henry, even if he did have the time to 
think it over, would have little use for 
a telephone. So far in life all hjs instruc- 
tiens have come from the rear seat. His 
wife tells those things which are good 
for him to know, and Henry, in a 
fired sort of way admits she needs no 


assistance! 


Fellows in Henry's fix, fortunately 
enough, are few and far between. Most 
of us need telephones, The telephone has 


a very definite place in our everyday 





lives: it connects us with our friends, it 
aids us in our work, it is always to be de- 
pended upon when emergencies arise. 
Have you a telephone in your home?, 
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Bertram Schlouse 


. . . has no use for a telephone 


“Bert,” as the boys down at the postoffice know him, is 
an all-around sport. After he bas taken his wife to 
to her work (8 a. m. sharp) Bert has a clear day before 
eo be him in which there is plenty of time to gather and dis- 
> pense news and argument, settle local and national 
polities, and clear up the liquor question—that is until 
| 6 p. m., when he calls for his wife again! . If there’s a 
| reason in the world why he should need a telephone, 
a £ neither Bert nor we can think of it! 
v 


“Berts,’’ luckily enough, are an uncommon occurrence. 
Most of us need a telephone quite a few times a day— 
in our work and in our home. And when you come to 
think of it a telephone costs so little there’s no excuse 
for anyone’s not having its comfort and convenience! 
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Axel J. Greese 


. . « has no use for an extension telephone 


Once in a while Axel’s wife rebels a bit, especially 
when Axel, freshly smeared from fixing his ear, 
tramps through her neat home to use the telephone 
in the front hall! 


We might say ‘‘one phone in the home is better than 
none at all.’ Yet how convenient a kitchen exten- 
sion is! One's provisions may be ordered, in that 
ease, directly from the housewive’s headquarters. 
The children ean use it without mussing up the rest 
a4 of the house. And one’s husband, emerging from a 
tussle with the furnace or the car, will find in the 
kitchen extension a welcome relief from the cleaning 
up necessary for a trip into other parts of the home. 


gest by 
fe 
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Yes, you'll like one! Ask us about various exten- 
sions and their low cost, ask us today! 


Rochester Telephone Corporation 


ot BUSINESS OFFICE - 59 STONE ST. 
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Herman Klotz 


.... has no use for an extension telephone 


} Right at the moment Herman Klotz is pretty 
sore. You'd be too if you had to use your telephone 
| got be in the middle of the night, and, in groping about down- 
| \2 stairs for it planted a foot on one of Junior's cast iron 
| 2? toys. Like Herman, you’d vow that not another day 

would pass without the installation of an upstairs ¢x- 
5 f tension to your telephone. 

v 





It’s so easy to have 2 handy upstairs extension to 
your regular telephone. The convenience is so great 
in proportion to the slight cost. Ask that we install 
one for you. 


Rochesfer Telephone Corporation | 


BUSINESS OFFICE 59 STONE St. 














Vivid Picturization of Why Certain People Need a Telephone or an Extension. People Look for These Newspaper Ads Every Week: 
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ing down stairs, but we think he could do 
much easier with a telephone. A mashie 
niblick is mighty handy for some kind of 
approach shots, but not this one. 


No. 6, “Ferdinand Johnson-Jones” ap- 
sarently has a mighty difficult job on his 
hands, which, of course, would be much 
simpler with telephone service. 


“Porter M. Giblet” is pictured in No. 7. 
There is probably a trace of Scotch in Por- 
ter’s ancestry, or he never would have 
gotten into this predicament. 

No. 8 deals with “Wilbur McCronk.” 
Wilbur is certainly a gentleman of the old 
school and a telephone wouldn’t mean much 
to him. This ad by the way received na- 
tion-wide recognition recently. The Na- 
tional Ad-Views, a magazine published in 
New York City and circulated among the 
advertising agencies, picked this advertise- 
ment from the Rochester Democrat and 
Chronicle and cited it as outstanding. 

In No. 9 “Flora Yipe” is a gentle hint 
for the borrowing neighbor. If we only 
knew where the Floras lived we might save 
the neighbors the trouble of clubbing to- 
gether or individually clubbing Flora. 

“Morton Thronk” in No. 10 is another 
borrower who can’t be kept out even if the 
gate is nailed shut. Morton is apparently 
too athletic. 

No. 11 is titled “Henry Roost.” People 
who have no mind of their own of course 
wouldn’t think of having telephone service, 
particularly if the “Missus” is buying a 
iur coat on the installment plan. 

“Bertram Schlouse” is pictured in No. 
12. We haven’t many fellows like Ber- 
tram left in Rochester; we have shown 
Bertram’s wife the error of her way. 

For ad No. 13, “Herman Klotz,” the cue 
Was given me by a friend of mine who got 
out of bed one night to answer the tele- 
phone. He stepped on one of his kiddy’s 
iron firemen. He has an extension in his 
bedroom now. 

No. 14 pictures “Axel J. Greese.” Mrs. 
Greese called our business office and or- 
dered an extension in her kitchen im- 
mediately after she had cleaned up the 
mess which Axel left. 

The education in these lighter vein ad- 
vertisements is absorbed, because it is easy 
to take when coated with humor. The peo- 
ple in Rochester look for them each week, 
we know from the complimentary com- 
ments we have received. 

Another advertising medium which we 
use is the radio. Each Sunday afternoon, 
trom 2 o'clock until 2:30, we sponsor a 
Program through Station WHAM, consist- 
ing of instrumental music and vocal solos. 
This Program is given in three parts. The 
istrumental music and singing for 15 min- 
=, then the advertising, or what is called 
4 “credit line,” for two minutes, and then 
the music for the rest of the period. 
— credit line is usually along the same 

S the newspaper advertising used in 
the curren: week. We have also used this 
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credit-line period for the purpose of getting 
information to our subscribers, such as sug- 
gestions on service. For example, our plant 
superintendent made a check of the num- 
ber of times receivers were left off their 
hooks, and the following Sunday our credit 
line ran something like this: 


“Four thousand four hundred times every 
month telephone receivers are left off their 
hooks in Rochester. They remain off on 
an average of a half day each until re- 
stored by the subscriber or the telephone 
company; 2,200 days of telephone service 
are thus lost forever. The Rochester Tel- 
ephone Corp. asks its subscribers to coop- 
erate with it in preventing this great loss 
of telephone service.” 


We found the radio very helpful during 
the period when we were changing from 
the old type of billing to rotation billing. 
The credit line for five consecutive weeks 
was used to supplement the newspaper ad- 
vertising explaining rotation billing. 

Let us listen to a sample of the broad- 
cast: 


Announcer: “Good afternoon, radio 
friends. This is Station WHAM, located 
at Rochester, N. Y., the home of the 
Stromberg-Carlson Telephone Mfg. Co., 
whose more than 35 years’ experience, 
making voice transmission and reception 
apparatus, enables them to produce radio 
receiving sets, loudspeakers, and telephone 
equipment that justifies the slogan, ‘There 
is nothing finer than a Stromberg-Carl- 
son.” 

For our next feature, we present another 
Melody Lane program. Melody Lane, as 
you know, is that magic retreat of by-gone 
tunes kept green by the Rochester Tele- 
phone Corp. The key that unlocks the 
gates is ‘Memories.’ 

We must, indeed, use our memories to 
return to the days when we were Babes 
in Toyland,’ which is the title of that de- 
lightful operetta by Victor Herbert; se- 
lections from which ‘will now be played by 
our studio orchestra.” 

‘BABES IN TOYLAND’ played by or- 
chestra. 

“Continuing our stroll Melody 
Lane, we now present a soprano solo, ‘The 
Bells of Saint Mary’s,’ sung by one of our 
studio artists.” 

Credit Line: “The Bells of Saint Mary’s 
suggest that we consider your having a 
telephone or not having one, from the 
point of view of your friends. Let us 
ignore what a telephone might mean to 
you as an aid to shopping, a means of call- 
ing the doctor, making business and social 
appointments, keeping in touch with the 
world outside your home. 

What do you owe your friends? Do you 
really have the right to shut yourself off 
from them? Can you expect them to come 
to see you; from the other side of the city, 
maybe, on the chance that you may be at 
home? Suppose a friend or a_ relative 


down 


.wants to 
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reach you in a_hurry? 

Thinking about these things, you may 
decide that you owe it to your friends to 
have a telephone, especially when you re- 
alize that a telephone in the home costs 
less than ten cents a day. 


We resume our stroll Down Melody 
Lane with a contralto solo, ‘Take Back the 
Heart That Thou Gavest.’” 


“And now, we return to Victorian Days, 
with selections from that beautiful Gilbert 
and Sullivan comic opera, ‘The Mikado.’ 

Mikado selections by the orchestra. 

“And so we bring this program to a 
close with the haunting strains of our 
theme song, ‘Memories.’ ”’ 

Announcer: “The spell is broken, the 
singer is silent—and, for a week, Melody 
Lane becomes a memory. 

This feature, ‘Down Melody Lane,’ is 
presented every Sunday afternoon by the 
Rochester Telephone Corp. and is broad- 
cast over Station WHAM which is owned 
and operated by the Stromberg-Carlson 
Telephone Mfg. Co., makers of high-grade 
radio receiving sets and loudspeakers. 

We continue with our next feature.” 


After the advertising campaign had been 
on for several months, we tested its results 
by putting on a sales campaign, using all 
our employes. The campaign was to run 
for two weeks, October 15 to 30, 1928, and 
differed from the campaigns used by other 
companies in that we allowed the employes 
to make the actual sale, rather than turn in 
a prospect card and then have a salesman 
interview the prospect. 

We set a’ quota of one new subscriber 
for each employe on our payroll, of which 
there were 1,622. This meant that in the 
two weeks’ period each employe was ex- 
pected to obtain one new subscriber. 

Before the campaign started, the em- 
ployes were brought together in groups 
and the whole campaign explained to them 
from these angles: Why such a campaign 
was necessary, what other telephone com- 
panies had done along the same line, and 
the methods we proposed to use in obtain- 
ing the desired results. 

While we confidently expected to reach 
the quota, the results obtained were surpris- 
ing. Each department went well over its 
quota. As an illustration, our engineering 
department, with 60 employes and a quota 
of 60 new subscribers, secured 328 or 546 
per cent of their quota. 

The final check-up of all departments 
showed that we had obtained 3,635 new 
subscribers, 74 regrades to higher classes 
of service, 207 extension telephones, 12 ad- 
ditional P.B.X. trunks, and 109 additional 
listings. This, together with some miscel- 
laneous equipment, such as extension bells, 
etc., represented an annual increase in rev- 
enue of $142,000. The total cost of the 
campaign amounted to $11,000. 

Our employes were so pleased with the 
results obtained, and had become so imbued 

























































































20 TELEPHONY Vol. 97. No. 19. 
with the sales spirit, that they asked to be velopment among the cities compared at January 1, 1929, one year later, using the soa 
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somthing to do with the low development. 

In 1928 we added 7,095 stations net in 
Rochester. This year our net growth will 
be about the same; and we are looking for- 
ward to having our growth for 1930 and 
1931 not far from 7,000 stations per year. 
Some time in 1932, therefore, we will have 
exhausted our market, except that which 
will come from the continued growth of 
the community. However, these are only 
the paper possibilities. 

By comparison with the actual present 
development in many large cities, the fig- 
ures which we used to determine our pos- 
sibilities were extremely conservative. We 
are quite sure that increasing use of the 
telephone, and the demand for additional 
facilities, will add many thousands of new 
possibilities to our present market. 

Let me give you one example: For the 
future we have estimated the addition of 
residence extension telephones on the basis 
of one extension for every ten main sta- 
tions. We have, in fact, a greater ratio at 
present, for we had (excluding rural ser- 
vice) 11.7 extension telephones per 100 res- 
idence main telephones at the end of Sep- 
tember. One central office district had 25.5 
extension telephones per 100 main tele- 
phones. The other districts averaged a 
little under 8 (actually 7.9) extensions per 
100 main stations. 

With these facts, it is not difficult to vis- 
ualize an overall possibility of 12 to 15, or 
even more, residence extensions per 100 
main stations in Rochester in the not far 
distant future. 


Foshay Companies in Receiver- 
ship; Telephone Properties. 

All properties owned and managed by 
Wilbur B. Foshay and the W. B. Foshay 
Co. of Minneapolis, Minn., valued at more 
than $20,000,000 and including utility and 
industrial concerns in 30 states “besides 
Alaska, Canada and Central’ America, went 
into receivership on November 1. 

In addition to its public utility opera- 
tions, the Foshay company also entered 
the banking fieid several years ago, pur- 
chasing two banks in Minneapolis and one 
in St. Paul. The St. Paul bank was 
closed on November 1 by the _ state 
banking department, just before the 
receivership petition became known. 

Enterprises which the Foshay company, 
has financed, aside from its own utility 
concerns, represent lumber distribution, 
textile and shoe manufacturing, flour mill- 
ing, retail furniture, wholesale and retail 
drugs, hotel operations and manufacture of 
tubber products. 

The concern also operated as a financing 
agency as well as a utility management 
Corporation, distributing its obligations on 
@ nation-wide scale. These securities con- 
sisted of bonds and preferred stock of the 
parent company and its operating subsi- 
diaries, wit}; mortgages on the various util- 


"Y properiics as the underlying security. 
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The receivership proceedings against the 
Foshay institutions involved about $12,- 
500,000 liabilities. 

The institutions involved in the crash, 
the biggest in the history of the North- 
west, were the W. B. Foshay Co., the Pub- 
lic Utilities Consolidated Corp., an operat- 
ing subsidiary, and the W. B. Foshay 
Building Corp., which owns the companies’ 
office structures. 

Joseph Chapman, Minneapolis merchant 
and banker, was named as receiver of all 
the Foshay properties by Judge John R. 
Sanborn of the United States District 
Court, with whom the petitions for re- 
ceivership were filed. The papers stated 
that the cause for the receivership was 
“overexpansion and contraction of securi- 
ties sales.” 


The defendant has had difficulty in ob- 
taining adequate financing for several 
months, the plaintiffs’ statement says, and 
now cannot pay its obligations, as the firm 
“has expanded too extensively for the 
amount of income available from the sale 
of securities.” 

Operating as a financing agency as well 
as a utility management corporation, the 
W. B. Foshay Co. distributed its obliga- 
tions on a nation-wide scale. It also en- 
gaged in general investment banking, 
financing and selling securities for all man- 
ner of business enterprises. 

The utility properties now owned by the 
Foshay company extend from Alaska to 


. Central America, and include electric light, 


telephone, water, street railway and gas 
companies. These utilities were operated 
through the subsidiary known as the Pub- 
lic Utilities Consolidated Corp. This hold- 
ing company in turn had a subsidiary in 
each state in which Foshay properties were 
located. 

The Public Utilities Consolidated Corp., 
incorporated July 23, 1907, in Arizona, 
owned and operated, directly and through 
its subsidiaries, utility properties serving 
244 communities in Arizona, California, 
Colorado, Georgia, Illinois, Idaho, Kansas, 
Montana, Nevada, Oregon, Vermont and 
Washington, in the Provinces of Ontario 
and Quebec, Canada; in the republics of 
Nicaragua, Honduras and Mexico, and in 
Alaska. 

The subsidiaries controlled by the cor- 
poration included properties of the Ari- 
zona, California & Nevada Telephone Co., 
of Kingman, Ariz., operating about 525 
telephones ; Citizens Light, Power & Water 
Co., of Ketchikan, Alaska, operating about 
1,100 telephones. 

The subsidiaries of the Public Utilities 
California Corp. included the Elk Grove 
Telephone Co.,:Elk Grove, operating about 
410 telephones; Eel River & Southern Tel- 
ephone Co, Ferndale, approximately 500 
telephones ; the Nevada, California & Ore- 
gon Telegraph & Telephone Co., Susan- 
ville, six exchanges and about 1,200 tele- 
phones with a main toll line extending 
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from Reno, Nev., to Lakeview, Ore., ap- 
proximately 234 miles; Bass Telephone 
Lines, Montgomery Creek, about 200 sub- 
scribers; and the Rio Vista Telegraph & 
Telephone Co., 300 telephones. 

With the collapse of the W. B. Foshay 
Co., the question of who will provide tele- 
phone and power service for the construc- 
tion of Boulder Dam took a new turn. 

The Foshay company had been granted 
a franchise to build and operate a tele- 
phone line from the dam site to Las Vegas 
and Searchlight, Nev., and Needles, Cal. 
Later an extension of one month was 
granted. A second extension was asked 
and a hearing was to. have been held on 
November 12. 


Sweezy Option Money on Knapp 
Ohio Properties Forfeited. 

The option for the purchase of the. 
Northern Ohio Telephone Co., Bellevue, 
Ohio, which expired November 1, was not 
exercised by the Utilities Service Co. or 
the Sweezy interests, as it is better known. 
The failure of the Sweezy interests to 
complete the purchase agreement resulted 
in the forfeiture of $800,000 which -had 
been paid on the option. 

An agreement was entered into last Jan- 
uary by President Frank A. Knapp of the 
Northern Ohio company for the sale of 
that property to the interests represented 
by the Utilities Service Co. and E. W. 
Sweezy of Alliance, Ohio, 
mately $7,000,000. 

Under the plan all the preferred stock- 
holders were to receive $107.50 for their 
stock and the common stockholders, it was 
reported, were to receive $275 per share. 
A payment of $400,000 was made to se- 
cure the option and the balance, approxi- 
mately $6,500,000, in payment for the stock 
was to have bern paid the early part of 
April. 

At that time, however, the deal did not 
go through and the time for its completion 
was extended. A payment of an additional 
$400,000 was made in consideration of 
which the option was extended until No- 
vember 1. As the option was not exercised 
on that date the entire sum of $800,006 
which had been paid on the contract was 
forfeited. 

In an announcement to stockholders, 
President Knapp states that the property 
will continue to be operated as in the past. 
The preferred stock will not be taken up 
and dividends will continue to be paid as 
they always have been. 

The Northern Ohio Telephone Co. owns 
and operates some 44 exchanges through- 
out northern Ohio, serving approximately 
33,000 subscriber stations. It is the largest 
Independent telephone unit in Ohio and 
operates an extensive network of toll lines 
between its own and connecting exchanges. 
The company was organized 32 years ago 
with Mr. Knapp as one of the original di- 
rectors. 


for approxi- 








Reducing Summer Slump in Radio Sales 


Some Causes of and Suggestions For Overcoming Reduction and Loss of Sub- 
scribers to Radio Program Service During the Months of June, July and Au- 
gust—Paper Read at Program Service Conference During National Convention 


By R. S. Brewster, 


Vice-President, Public Program Service, Lincoln, Neb. 


One of the problems of program service 
companies today is the loss of speakers 
during the summer months. This is a real 
factor and should receive careful consid- 
eration. In going over the records of our 
company, I find that during June, July and 
August of 1928 and 1929 we lost a total 
of 382 speakers; this figure divided by two 
represents a loss of 191 speakers per year 
during the summer. 

In checking up the reasons given by the 
subscribers, we: find the losses during this 
period to be as follows: 


Number of Per 


Reason. speakers. cent. 
No reason given......... 44 EES 
BONE ot hese tien 172 45.1 
Oe er ere: 104 27.2 
Financial reasons ........ 24 6.3 
ON SS eye 18 4.7 
Bought radio sets......... 1] 2.9 
No cable capacity........ 6 1.5 
Miecelilaneous .....<...... 3 0.8 

382 100 


Now let us consider for a moment what 
causes these conditions—is- it fundamental 
or are there some good reasons for this 
loss that are within our control? 

My belief is that it is largely funda- 
mental at this particular stage of the radio 
development. The summer slump in radio 
is, in my estimation, no different than the 
summer slump in many other lines of busi- 
ness; in fact, almost all lines of business 
have a slump in some part of the 12 months 
of the year. Many theaters close during 
the summer months. 

I feel that the automobile is largely re- 
sponsible for this condition because the 
automobile and the good roads have made 
the distance shorter to the mountains and 
the lake regions. Radio in many ways is 
like the theater business in that the sum- 
mer months are inevitable and the situa- 
tion is going to get worse rather than 
better. The reason for this is that people 
are realizing more and more the value of 
vacations, to say nothing of the trend for 
shorter hours and fewer working days in 
the week. 

We are all agreed, I am that 
radio in any nature is more or less a 
luxury. It might be compared, in a way, 
with the automobile of 15 or 20 years ago 
when it was considered a luxury. We can 
all remember when we put the automobile 
up on jacks and removed the battery and 
tires during the winter. Today things are 
different. The automobile is no longer in 


sure, 


the luxury class; it has become a necessity 
and a part of our social and economic life. 
Because the program-company speaker is 
in the luxury class, it is one of the first 
things to go from the household when 
summer arrives. It is one of those things 
that can be dispensed with for a short 
time. 

It should be noted that the summer 
slump also affects the sale of radio sets. 

















In This Paper Mr. Brewster Gives Some 

Excellent Suggestions for Reducing the 

Summer Slump in Radio Sales and Pro- 
gram Service Subscribers. 


One radio firm says it made no sales during 
June, July and August of this year. 

The program is, of course, a big factor 
in retaining speakers during the summer 
months. Were it not for the chain pro- 
grams there would be an even greater lack 
of interest in radio generally than there is 
during the summer months. In addition, 
the national advertisers who are advertising 
over chain programs, reduce the amount 
of their advertising very materially during 
this season of the year. 

The reason for it is that radio recep- 
tion is generally poor ‘and the distance that 
stations may be picked up and brought in 
during summer time is materially reduced. 
Our experience with programs is that our 
subscribers are no longer interested in how 
far we must go to get a program but 
much prefer a good, clear program of 
good quality. What they want is enter- 
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tainment, and the lure of the distant station 
has lost much of its charm. 

During the time that there are no pro- 
grams available, or any that are not suit- 
able or at least not suitable to reproduce 
over the system, we suggest that record 
programs and local musical programs be 
picked up by remote control from the local 
theaters and clubs and 
system. 

In getting back to increasing sales or 
reducing loss, which is virtually the same 
thing, we have found during the past two 
years that we have met with much success 
in offering a half-rate to our subscribers 
for temporary disconnection of the service 
This is intended to cover any period from 
one to three months or longer.. We be- 
lieve that this has a tendency to hold the 
subscriber. The fact that the speaker is 
in place upon the return of the subscriber 
to the city makes it easier for him to 
restore service. 

During June, July and August of this 
year we were able to hold 93 subscribers 
on this basis. This was done in the face 
of $3.50 and $4.50 rates and a $5 installa- 
tion charge. The majority of these tem- 
porary subscribers were, of course, for 
one-month periods, but the remaining 
would, as you can readily see, be financially 
benefited by removing the speaker and 
paying the installation fee of $5 upon the 
restoration of service. 

The fact that this plan has some merit 
might indicate that we should go a little 
stronger with it and make even a cheaper 
rate for temporary disconnection during 
summer months. However, there is this to 
say about it—that a reduction in the rate 
might encourage greater use of the dis 
connect feature and become more or less 
unprofitable; at least reduce net income. 

With better than three years’ experience 
in operating a program company, it is my 
belief that there will always be a place for 
program companies, providing they have 4 
proper understanding of what the public 
want and what is necessary to keep sub- 
scribers interested. The subscriber of pre- 
gram service is interested in a prograil 
that is furnished him but only in the case 
of where it has been well worked out, 
and provided that he is furnished with a 
speaker that reproduces satisfactor) 
quality. : 

The successful radio developments 0 
the present day are the results of the engr 
necrs burning midnight oil to produce 
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gmething that is outstanding in a radio 
st. The program companies must view 
this situation in the same light. Nothing 
should stand in the way of improving 
thir system from time to time. Unless 
they do this they cannot expect to enjoy a 
ratural growth. 

For a slight additional cost, we are offer- 
ing speakers having a selection of three 
different programs; we believe that this 
will have a very beneficial effect on the 
ale of program speakers. It does at least 


TELEPHONY 


break down a sales resistance which radio 
dealers formerly used against our service. 
This selection of programs is just another 
one of those developments that we must 
have in mind to build up our business. 
As I see this whole radio development 
program, the program companies are bound 
to be more as time goes on 
because they are largely’ a wire system, 
which we will all agree has proved the 
most for the transmission of 
Linked up with this will 


successful 


successful 
radio programs. 
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be television, which has greater possibili 
ties with wired radios. 

Let me say, in conclusion: First, the 
summer slump is fundamental but may be 
reduced through proper study of the busi- 
ness; second, programs play an important 
part in the increasing or the reduction of 
the summer slump factor; third, it is 
highly important that we keep up with 
the radio art and make the program service 
company’s equipment as good, if not better, 
than the modern radio quality. 


Carrier Current Program Service 


Discussion of Development in Carrier Current Program Service as Supplied to 
Power Lines and Over Telephone Lines—Advancements in Art of Reproduc- 


tion—Address Before the Program Service Division 


Chief Engineer, Kellogg Switchboard & Supply Co., 


I have been asked to talk to you on the 
developments in carrier current program 
service, both as supplied by the North 
American Co. to power lines and by the 
Kellogg Switchboard & Supply Co. to tele- 
phone lines. These two developments are 
entirely different and sufficient time was 
not given to secure complete information 
on the development work accomplished by 
the North American Co. I will give you 
the information generally known regard- 
ing this equipment. 

The North American Co. has been ex- 
perimenting with program service for ap- 
proximately seven years. Its laboratories 
are situated at Ampere, N. J., and at this 
pint the equipment for a large experi- 
mental station in Cleveland, Ohio, was 
built. It is supposed to be completed at the 
Present time and ready for shipment. 

The equipment consists of three chan- 
nels, capable of furnishing three separate 
Programs. The units are of several kilo- 
Watts capacity, mainly due to the variation 
in losses between the day and night loads. 
These three programs are supplied to the 
power lines at three carrier frequencies. 
The receiving equipment as now developed 
consists of a small unit containing no tubes. 
This is equipped with a timing control 
and a volume control and is arranged to 
connect any radio set. The input connec- 
tion is to the power circuit. 

This company is working continuously 
on developments along these lines, and 
Statements made by its president show that 
tis spending several million dollars in this 
work. One of the main features, aside 
'rom the development, is that this com- 
pany is placing itself in a position to fur- 
a own programs without any adver- 

nnouncing over the program itself. 

It has aiso made application for high- 


'requency channels so that the programs 

¢ we . é 

— transmitted either by wire ‘or by 
10, 


This type of program will be fur- 


By George R. Eaton, 


nished only to subscribers and will not be 
available over the standard radio set. 

In our own development of program 
service, the past three years have seen 


advancements in the art of reproduction 

















‘*The Standard of Equipment 
for Entertainment,” Says Mr. 
Eaton, “Requires That the 
Programs Supplied Be Capa- 
ble of Direct Comparison.”’ 


which have rapidly obsoleted receiving 
equipment. Program service must keep up 
with the developments along all competi- 
tive lines and the general history has been: 

First, the alternating current set replaces 
the direct-current set, except in localities 
where A. C. is not available. 

Second, the dynamic speaker with greater 
output requirements from the audio system 
replaces the cone and magnetic speaker. 

This year has brought out other new 
developments, such as automatic volume 
control, remote control and the possibilities 
of the screen grid tube. All these devel- 
opments reflect directly into the develop- 
ment work of program service. 

Receiving equipment design of two years 
ago is obsolete today, so that the past year 
has seen complete redesign of all types of 
receiving equipment, capable of furnishing 


National Convention 


Chicago 


a quality in every way at least equal to 
other types of entertainment. 

For the benefit of not familiar 
with the Kellogg system, I will briefly out- 
line the equipment. 


The studio equipment 


those 


consists of the 
necessary apparatus for supplying and con- 
trolling the program. 
consist of radio receiving sets where radio 
programs are to be used, phonograph units, 
connection for local wired in 
and the necessary microphones for furnish- 
ing music direct from the This 
equipment is practically the same as found 


This apparatus may 


programs 
studio. 


in all program service studios. 

The audio frequencies constituting these 
programs are connected to the central office 
over cable pairs properly equalized and at 
the audio frequencies. At the central 
office are located the three carrier units 
on which the audio frequencies are modu- 
lated for transmission through the cables. 

The output of these three carriers is 
connected to a distributing system consist- 
ing of one pair to each 200 subscribers’ 
pairs. This distributing system supplies, 
by means of the capacity of the cable, pro- 
grams to the balance of the cable pairs. 
The three carriers are supplied to the sub- 
scriber over the same conductors that sup- 
ply his telephone service without interfer- 
ence to the telephone service. 

The past year has shown considerable 
improvements in the central office carrier 
equipment. Better receiver design has per- 
mitted higher modulations and a major 
change in the circuit has shown greater 
efficiency so that today a small five-watt 
unit is capable of supplying very nearly as 
much power as the older type 50-watt 
units which many have seen in Freeport, 
Ill. The efficiency of the larger unit can 
be brought up to the gain in efficiency in 
the smaller unit. 

The receiving equipment has kept pace 
with the advancement in radio and the ten- 
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Deney of development, as is true in some 
other types, indicates that the ultimate re- 
ceiver will likely be a combination pro- 
gram service receiver and radio receiver. 
These receivers are equipped at the pres- 
ent time with dynamic speakers, power de- 
tection and all the latest refinements of 
the radio receiver. 

The tendency of this equipment will 
likely mean that the program service com- 
pany will supply programs to the users 
over the telephone wires on a monthly 
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rental basis, and the subscriber can either 
own his own equipment, leasing the pro- 
gram service control unit, or may own the 
receiving equipment outright. With the in- 
creased efficiency from the program service 
supply units, the major equipment involved 
will be the receiving unit. 
The standard of equipment for enter- 
tainment to secure a lasting success re- 
quires that the programs supplied must be 
capable of direct comparison with other 
forms of entertainment under the best con- 
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ditions, and then must be equal or better. 

By this I mean we must develop pro- 
gram service so that a concert on a radio 
set of the highest type must be no better 
than the same concert over program 
service. To accomplish this is a problem 
for the comparison must be made between 
quality, quantity and choice—quality as to 
fidelity of reproduction; quantity as to 
variations of power output so as to satisfy 
all conditions; and choice as to the secur- 
ing of the kind of entertainment desired, 


Some Advantages of Selected Service 


Advantages of Selected Service in Program Service and Means By Which it May 
be Provided—Outstanding Reasons For the Service—Description of Two Types 
of Program Selectors—Address Before the National Convention Conference 


By O. C. Levy, 


Development Engineer, Automatic Electric Inc., Chicago 


The steady growth and increasing im- 
portance of program service is fittingly 
attested by the fact that we are meeting 
here today for the first time as the pro- 
gram service section of the United States 
Independent Telephone Association. Never- 
theless, the optimism inspired within us by 
this progress should not prevent us from 
analyzing our situation to find out what 
factors were most influential in promoting 
this growth and from seeking further for 
means of continuing and accelerating it. 

To bezin with, the question may be 
asked: “Why program service, at all?” 

There are, of course, many reasons, but 
outstanding among them may be mentioned 
three: 

First, program service supplies a high 
quality program to a large class to whom 
the high cost of a good radio set is, if not 
prohibitive, at least a strong deterrent to 
purchasing, even under the present wide- 
spread system of installment merchan- 
dising. 

Second, the depreciation of a privately- 
swned radio set is very high. Even the 
most expensive of the battery operated sets 
of two years ago have been rendered prac- 
tically worthless in metropolitan areas by 
the advance of the alternating current op- 
erated set, and the A. C. set of a year ago 
is now being swept into obsolescence by the 
popular trend to the screen-grid tube- 
equipped set. 

The third reason, I think, lies within the 
experience of all of us. There is a strong 
tendency on the part of a listener to tune 
his, or her, radio set to some favorite 
station whose program is, on the whole, 
satisfying—and not to change the tuning 
until some number is presented which is so 
displeasing as to be actually annoying. 

Then his tuning is changed, not by seek- 
ing among a multiplicity of station an- 
nouncements under the additional handicap 
imposed by the tendency of newspapers 
having associated radio stations to empha- 


size their own programs almost to the 
exclusion of others; but rather by chang- 
ing to some familiar second-choice station. 

The result is that many a really inter- 
esting program is overlooked and missed. 
The program service subscriber, on the 
other hand, has presented to him a series 
of programs deliberately chosen by a com- 
petent staff from among the best programs 
on the air. 

The single channel, or one program at 
a time, program service, though it may 
offer certain advantages over the privately- 
owned radio set, is at the same time open 
to numerous objections. For one thing, 
we instinctively rebel at having anything 
forced upon us. Certainly, the choice be- 
tween a distasteful program and no pro- 
gram is not much of a choice. 

Further, the best that can be done on a 
single channel is to alternate the different 
types of program, speeches, music, classical 
or jazz, at as short intervals as practicable 


in an endeavor to satisfy as many subscrib- 


ers as possible at all times. This is ob- 
viously unsatisfactory to a program serv- 
ice company which must, if it is to prosper, 
satisfy, as far as is humanly possible, all 
of its subscribers at all times. 

This: same reason which, coupled with 
the increasing supply of available program 
sources, carried radio broadcasting from a 
single chain of stations to the present situ- 
ation of three or more chains serving the 
same territory, must inevitably lead pro- 
gram service to the same end—multiple 
channel service. Multiple channel service, 
making it possible for the subscriber to 
exercise some choice in his entertainment, 
may involve two, three, or more programs. 

The use of two programs goes a long 
way toward overcoming opposition to the 
use of program service because of lack 
of choice. It enables two outstanding pro- 
grams from the principal radio chains 
to be presented simultaneously. It en- 
ables one channel to be reserved for one 


particular type of service, such as music, 
while the other is used for talks, broad- 
casts of sporting events, and similar af- 
fairs. 

But in merely offering a choice between 
a musical program and a mixed program 
the difficulty has been ameliorated only, and 
not solved. The lover of classical music 
who does not care for the alternative pro- 
gram, is still unsatisfied if the musical pro- 
gram is popular in nature; and conversely 
the popular music “fan” is equally dis- 
satisfied with a classical program. 

Still another factor presents itself in 
considering the number of programs re- 
quired to give complete satisfaction. In 
the words of the chief engineer of one 
operating company, which has been a pic- 
neer in this field: 

“I believe it is the universal opinion 
of every radio listener that there is e- 
tirely too much announcing done—that is 
too much talking by the announcer—and 
we have found that the third program 
should have absolutely no announcing what: 
ever. This program consists of entirely 
popular music, unless both of the other 
programs have popular music, and there 
is nO announcing, not even the name of the 
piece.” 

A‘third program, then, largely of local 
origin—-that is to say, phonograph recorts 
—and properly selected to provide the ele- 
ments missing in the other two programs 
drawn from radio sources, can be seen t 
provide a very good solutron to the difficult 
problem of satisfying all of the subscribers 
all of the time. 

However, a fact that must not be lost 
sight of is that public taste becomes ™ 
creasingly critical with familiarity, atl 
the demand for better and better servic 
correspondingly greater. At the same tm 
the increase in program service subscrib- 
ers serves also to increase the variety of 
tastes which must be satisfied. Cons 
quently, the possible future requi: -ment I" 
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a fourth and perhaps fifth program should 
be borne in mind while considering the 
program arrangement and the type of se- 
lecting equipment which the program serv- 
ice subscriber must necessarily use. 

An immediate use for a fourth channel 
may very well be for the provision of time 
service. This has always been one of the 
telephone operating companies’ most bur- 
densome problems because of the public 
demand or charter requirements for this 
service on the one hand, and the seeming 


reliictance of rate commissions to approve - 


the inclusion of a charge for time service 
in the rate structure, on the other. The 
spread of program service which includes 
a time service feature may yet prove to 
be the solution of this difficult problem. 


This service also provides an identifica- 
tion point for determining the setting of 
the selector and from which the subscriber 
can locate a desired program. 

The reasons pointed out for the use of 
three or more program channels constitute, 
of course, only one side of the picture. 
Multi-program service is more valuable, 
not alone to the operaing company in over- 
coming sales resistance and spreading the 
popularity of the service, but to the sub- 
scriber as well in more fully satisfying his 
individual requirements. Such service jus- 
tifiably commands a higher rental than 
single program service and thereby serves 
to increase the operating revenue without 
unduly increasing the cost of providing 
service. 

In choosing the type of selecting equip- 
ment, which must be used, not only the 
central office requirements of simplicity of 
design and low maintenance must be con- 
sidered, but also the simplicity of operation 
and appeal to the subscriber. 

The transition from the early radio 
receiver with its multitude of dials and 
controls to the present single dial, directly- 
calibrated set has been rapid and final. The 
Program selector must be equally simple 
or even easier to operate. The boast that 
“even the smailest child can operate it,” 
must not be an empty one. 

Ours has been called a “Push Button 


Age,” and, therefore, the choice of a 
single push button for the subscriber’s 


operating medium is apt enough. Further- 
ore, it meets the requirement of being 
simpler to operate than a single dial radio 
set ai possesses, in addition, a distinct ap- 
peal to the mystery loving element of the 
public mind which still regards a radio 
receiv. r as somewhat of a miracle, albeit 
a tamiliar one, 

Quoting again from operating experi- 
ence: “The fact that the program can be 


chanced by merely pressing a button has 
Prove’ to be very popular with the sub- 
Scribers, as it adds materially to the mys- 
tery of} 


radio, and most people like to look 
sp lio as being a mystery. 

It is not so hard to understand that 
When you turn a dial from one point to 


TELEPHONY 


another, you would change the selection of 
program, but by merely pressing the same 
button several times and still getting dif- 
ferent programs, has proved to be quite 
a novelty and has taken well with the 
public.” 

Two types of program selectors which 
embody all of the foregoing requirements 
have been developed for use with program 
services in which the program is distribu- 








Enjoyment of Work and Success. 

It is easy to do what one likes to do. 
A man who enjoys his work achieves 
more successes than do less happy 
workers, and with each victory comes 
increased zest for the attainment of still 
greater objectives. Pleasant work is 
stimulating, while uninteresting work is 
fatiguing. 

Thus it is that men who are in their 
proper fields of endeavor find their work 
growing constantly more engrossing 
as the years roll by. Consequently, the 
first thing I look for in a young man 
is the aptness, the fitness, the liking for 
the particular line of work in which he 
is seeking success.—L. A. Downs, presi- 
dent, Illinois Central Railroad. 








uted at audio frequency over a direct pair 
of wires to the subscriber. One type pro- 
vides for choice between two programs 
only, with no possibility of subsequent ex- 
pansion. The other type permits selection 
of up to five programs and is the most gen- 
erally applicable. 

Considering first the simple, two-program 
selector, it will be found to consist, like 
the multi-program selector, of standard 
telephone parts. It consists of a magneto 
type. ring-up and cut-off relay assembly 
carrying the necessary switching springs. 
The circuit is so arranged that one of the 
two available programs is normally 
coupled to the subscriber’s line by means 
of condensers. The ring-up relay can then 
be operated over one side of the line when 
the subscriber grounds the line through the 
push button. 

This first operation of the push button 
locks up the ring-up relay mechanically 
and transfers the line to the second pro- 
gram. A second operation of the push 
button causes the cut-off relay to operate, 
thereby restoring the ring-up relay and re- 
turning the line to the first program. These 
relays, together with the associated con- 
densers, are arranged to mount on relay 
strips and regular manual type racks. 

The multi-program selector, mechan- 
ically, is built on a service meter frame, 
the number wheels being removed and an 
extended shaft added. This rotating shaft 
carries five cam wheels which are arranged 
to operate spring assemblies in sequence as 
the selector is stepped around. The meter 
coil serves as both an operating coil for the 
selector and as a line relay, since it oper- 
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ates directly over the subscriber's loop. 

The operating coil is double wound and 
may be used in two different circuits. In 
the one circuit, the coil serves as a doub‘e- 
wound line relay and the subscriber’s push 
button is arranged to short circuit the loop. 
This type of operation, of course, makes 
it necessary to insert a condenser in series 
with the loudspeaker to avoid having the 
line normally short-circuited. 

The other circuit uses both coils in series 
to operate over one side of the loop to 
ground at the subscriber’s push button. In 
either case, the subscriber’s loop is coupled 
to the various programs at the selector by 
means of a single pair of condensers. 

There are several auxiliary circuit 
arrangements which may be used to obtain 
certain desirable supervisory or balancing 
features. The program-selecting springs 
may be arranged as break-make combina- 
tions so that if it should be found de- 
sirable to maintain a constant load upon 
the program amplifiers regardless of the 
number of subscribers using a particular 
program, the back contacts may be used to 
connect in an artificial load equivalent to 
the subscriber’s loop and loudspeaker. 

Since the subscribers’ loops are normally 
open circuits as far as the operating coil 
of the selector is concerned, it would be 


desirable to supervise against a_ short- 
circuited or grounded condition which 
would not only leave the selector per- 
manently energized but might throw 
an exceptionally heavy load upon _ the 
amplifiers. 


To supervise against this condition, the 
selector may be equipped with a pair of 
springs which close a delayed alarm circuit 
when the selector is operated. Should the 
selector remain operated for a period of 
any length, an alarm will be brought in, 
and the line in trouble indicated by super- 
visory signals in the same manner that it 
is accomplished in a telephone plant. 

The relative popularity of the different 
programs offered as judged by the number 
of subscribers using each one is, of course, 
a question of vital interest to the operating 
company. This information may be ob- 
tained by the use of a program selector 
equipped with three sets of make contacts 
per program in place of the previously de- 
scribed selector having two sets of break- 
make contacts per program. The extra 
set of make contacts is here used to close 
a circuit through a resistance individual 
to the selector to a common ammeter for 
that program. 

The ammeter reading will then be pro- 
portional to the number of resistances in 
circuit and, consequently, to the number of 
subscribers using that particular program. 
No provision is made on this selector for 
artificially loading the amplifiers, for it is 
the opinion of many engineers that per- 
fectly satisfactory operation may be ob- 
tained without this feature. 

The selectors can be mounted in two dif- 
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ferent fashions, either of which provides 
a compact and easily accessible arrange- 
ment. In the one type, five selectors, 
together with their associated coupling 
condensers, are mounted upon a strip 
- similar to a manual relay strip and wired 
complete to a small terminal block placed 
at one end. Each strip is provided with a 
cover which completely encloses the se- 


lectors and shields them from magnetic in-, 


terference, as well as protecting them from 
mechanical injury and dust. The strips are 
mounted upon racks similar to regular 
manual relay racks. 
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The other type of mounting is similar 
to that used in mounting automatic tele- 
phone equipment. Five selectors, together 
with their associated coupling condensers, 
‘are mounted upon a steel base about the 
size of a connector base; that is to say, 
about 18 ins. long by 5 ins. wide. All con- 
nections are wired to jacks so that the units 
are completely self-contained. 

In this model, each selector is provided 
with an individual cover to shield it from 
magnetic interference. The units mount in 
five switch-space connector shelves. The 
shelves, in turn, are mounted very com- 
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pactly back to back upon channel iron 
uprights some eight shelves high, ap 
arrangement that is very economical of 
floor space. 

These selectors will operate satisfactorily 
over subscribers’ line loops up to 500 ohms 
in resistance when using a 48-volt battery, 

In closing, we may conclude from the 
reasons given here that one of the most 
important factors involved in promoting 
the future growth of program service js 


the provision for subscriber selection 
among several programs of diversified 
character. Most persons want a choice 


Giving High. Grade Program Service 


Necessity of Giving High Grade Program Service and Some Late Developements 
in Program Apparatus Told About in This Address Before Annual Confer- 
ence of Program Service Division of U. S. Independent Telephone Association 


By Ray H. Manson, 


Vice-President and Chief Engineer, Stromberg-Carlson Telephone Mfg. Co. 


At the last annual convention of this as- 
sociation, H. T. McCaig and F. C. Young 
of the Stromberg-Carlson organization, 
delivered addresses on “Present Trend of 
Program Service” and on “Technical As- 
pect of Program Service,” two papers that 
stressed the necessity of correct engineer- 
ing design in the apparatus and circuits of 
program service systems in order to give 
high-grade service. 

Practically all of the installations of 
program service made during the last 12 
months have centered around the audio 
method of distribution. As this appears to 
be the most satisfactory system for pres- 
ent operating conditions, my remarks will 
be confined entirely to this type of dis- 
tribution system. 

Regardless of any particular type of 
system used, each operator of a program 
service system is confronted with the ne- 
cessity of selecting equipment and adopt- 
ing methods of operation which will give 
a service at least equal to that of the best 
broadcast stations and to that of the latest 
designs of high grade radio receiving sets 
and loudspeakers. 

All of you, no doubt have noticed the 
improvements in broadcasting due to in- 
creased power and high modulation, but un- 
less you have listened to the latest and 
best designs of broadcast receivers and 
loudspeakers, you are not aware of the 
competition confronting the operators of 
program service systems. Even though we 
may not admit that a well-conducted pro- 
gram service system is subject to competi- 
tion from radio, it remains that no depart- 
ment of this new business can be over- 
looked. 

Getting down to fundamentals, the suc- 
cess of any program service system de- 
pends on the quality and the extent of the 


program, as well as on the quality of re- 
production in the subscriber’s premises. 
This means that there must be a continu- 
ous worth-while*program from the “set- 
ting-up exercises” of early morning till 
the “slumber music” of midnight is over. 
if subscriber’s interest is to be maintained. 

When this plan is followed and there is 
a preponderance of programs of local in- 
terest, the program service system will de- 
mand and hold its place, the same as a 
second newspaper or a second magazine in 
a home. 

The importance of building up a success- 
ful program-producing organization 
should not be overlooked, for it is possible 
that one of the present free sources of pro- 
grams—radio broadcast pick-ups—may be 
taken away or curtailed by the enactment 
of a bill now pending in Washington. If 
this legislation goes through, it will be 
necessary to obtain permission from a 
broadcast ‘station before distributing a radio 
program through a program service sys 
tem. 

This would require that each program 
service system originate all its programs, 
or that it affiliate with a centralized pro- 
gram organization, using long distance tele- 
phone circuits for connecting links, on the 
same basis as is now used by radio systems 
for network (chain) broadcasts. This 
may be the correct solution for the ob- 
taining of satisfactory outside program 
material. 

These centralized program organizations 
could be located in large cities, where the 
best of talent is available and where events 
of national importance may originate. From 
the standpoint of circuit and apparatus de- 
signs, there are no new or untried prob- 
lems, as the present distribution of radio 
programs from a broadcast studio to a 
number of associated broadcast stations is 


a telephone problem rather than a radio 
problem. 

The technical problems confronting the 
designers of apparatus for the 
method of program distribution 
have centered around the obtaining of bet 
ter audio quality and greater volume of re- 
production. The two main limitations are 

(a) Allowable signal level in the cable. 
which must be kept low enough to prevent 
crosstalk. 

(b) Frequency characteristics introduced 


audio 
service 


by a cable line, which tend to suppress one 

end of the audio frequency range to 4 

greater extent than other end of the range 
Audio Method of Distribution. 

The remedy proposed for (a) is a local 
station audio amplifier to step up the signal 
to the desired loudspeaker volume, after it 
has passed through the cable pair at 4 
comparatively low voltage level, consider- 
ably below the crosstalk limit. 

The remedy for (b) consists of a meats 
for equalization of the frequency char 
acteristics of the cable line. The cus 
tomary method for doing this job for 4 
“high quality” telephone circuit for radio 
network use is to install a line equalizer 
network equipment in the circuit and, by 
means of an audio oscillator with a range 
of 100 cycles to 5,000 cycles and calibrated 
“volume indicators” at both ends of the 
circuit, to adjust the equalizer until the 
circuit passes the desired range of fre 
quencies at a “flat” level. 

The resulting signal level, in an equal- 
ized line, is that of the level of the audio 
frequency taken as a basis of equalization. 

It is obvious that the foregoing method 
of employing line equalizers in each of the 
subscribers’ circuits of a program service 
system would be too expensive and com 
plicated for practical use. Consequently, 
the Stromberg-Carlson engineering depart 
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ment has devised a new and _ practical 
method of -obtaining equalization without 
the use of any additional equipment, such 
as line equalizers. 

This plan contemplates selecting of suit- 
able input and output impedances for the 
terminal apparatus to produce an over-all 
frequency characteristic that is practically 
flat for a definite length, size and construc- 
tion of the cable line. The results of vary- 
ing the length of line and type of cable, if 
kept within reasonable limits, need not 
change the equalization effect to an extent 
that would be noticeable in the quality of 
reproduction. 

Another field for improvement in audio 
quality has been in the volume control used 
at the subscriber’s station. Unless this 
control is correctly designed, it will change 
the frequency characteristic of the circuit 
when the volume is adjusted. 


After investigating several methods of 
volume control, including auto-transformer, 
series resistance, potentiometer and L-net- 
work, a suitable potentiometer volume con- 
trol has been devised which has a good 
frequency characteristic and which main- 
tains this good characteristic practically 
the same over the whole range of volume 
adjustment. 

The average loss over the frequency 
range, chargeable to the volume control, 
when it is set for maximum volume is one 
db., which can be considered negligible. 


The characteristics discussed so far apply 
to a central station amplifier fully loaded. 
If the load is reduced to even 0.1 of its 
full load value, the frequency characteristic 
is still more improved and the change in 
volume noticeable in the loudspeaker when 
the total load is changed from full load 
to 0.1 load is one db. (an unnoticeable 
amount ). 

The number of loudspeakers per line 
may be varied from one to five without 
badly influencing the frequency character- 
istic. The various volume controls on loud- 
speakers associated with a given amplifier 
may be set for any volume level without 
appreciably changing the frequency char- 
acteristic or level of the other 
speakers, 

As previously stated, one of the desirable 
improvements in audio reproduction of a 
Program servige system, is the use of a 
local station amplifier to raise the level of 
the signal just before it enters the loud- 
speaker This type of amplifier provides 
lor increased volume in the loudspeaker, 
over that possible in circuits not so equipped 
and at the same time allows the signal level 
im the cable pair to be kept well below the 


of any 


limit that will crosstalk other cable pairs 
and above the level where crosstalk from 
other cal 


‘ec pairs would be apparent. 


Other improvements in reproduction can 
be obtained by using highly efficient electro- 
dynamic speakers, of the type now em- 
Ployed in the best radio receivers. All 
electro-dyv namic speakers are not efficient; 


TELEPHONY 
in fact very few exhibit this desirable 
quality. Consequently, most of the pres- 
ent speakers of this type used in radio 
receivers require a power audio amplifier 
for satisfactory operation; for example, 
some of the electro-dynamic speakers 
tested in our laboratories are over 6 db. 
below our standard. 

The seriousness of this lack of operating 
efficiency can be realized when it is known 
that an electro-dynamic speaker which is 

















“Only the Largest Cities Where Program 

Material Is Plentiful and Where the Rental 

Rates Are Ample Can Afford Multi-Channel 
Program Service,’’ Says Mr. Manson. 


three db. down from a good speaker will 
require twice the power input to give the 
same output volume. A speaker that is 
down six db. would require four times the 
power input to give the same volume out- 
put as the comparison speaker. 


Efficiency of operation in the electro- 
dynamic type of speaker depends on. many 
factors, including flexibility of cone 
mounting, large diameter of cone and the 
correct design of the electrical system. The 
low frequency range of all electro-dynamic 
types of speakers is limited by the area of 
the baffling surface surrounding the cone. 


The area of this baffling surface must 
be made large enough to prevent the air 
compression on one side of the cone to 
“slip around” the edge of the baffle and 
fill the low compression area on the other 
side, when the cone is vibrated at low fre- 
quencies. Without adequate area of baf- 
fling, the air has time to slip around the 
edge of the baffle, thus preventing these 
low tones from being projected into space. 
The larger the baffle area, the lower the 
fundamental audio frequencies that can be 
reproduced. 


In some of the larger city program 
service systems, the distribution of sev- 


eral simultaneous programs by selection 
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-methods, is being tried out. Keys or other 
selecting controls are located at the loud- 
speakers in the subscribers’ stations, and 
simple individual line selector switches at 
the central office end of the line, the cir- 
cuits being designed to allow for any one 
or two or more programs to be selected by 
the subscriber. 

Only the largest cities, where program 
material is plentiful, and where the rental 
rates are ample, can afford multi-channel 
program service. In these large centers, 
there usually is an abundance of entertain- 
ment competing for every householder’s 
dollar and for every minute of the day. 
‘Not the least important in the list is the 
radio broadcast from three large radio 
networks, as well as from many local radio 
stations. 

Thus, the radio receiver is almost sure 
to serve as the instrument for bringing into 
the home the desired kind of entertainment, 
which might not be available for the mo- 
ment on a program service system. 


Multi-channel program service systems 
for hotels, apartment houses, and similar 
installations, which depend almost entirely 
on radio pick-ups, have been installed in 
many of our largest cities and serve the 
purpose of a low sensitivity receiver of 
limited station range. In these installa- 
tions, the problems of wire facilities, and 
salable program material is not a problem. 

Installation of radio sets and complete 
program service systems in public and 
private schools is receiving considerable at- 
tention in some sections of the country. 

At least three plans are being used in 
these school installations : 

1. Individual sets with 
loudspeakers in the classrooms. 

2. Auditorium amplifiers and auditorium 
type loudspeakers for large assembly halls. 

3. Centralized program service system 
with loudspeakers in classrooms and as- 
sembly halls and with announcing micro- 
phones, phonograph pickups and radio re- 
ceiving sets at a central control point. 

In all school work the best audio quality 
is of first importance, for it would be al- 
most criminal to cheat school pupils by 
giving a reproduction of music that is un- 
duly limited in audio frequency range or 
defective in the balance of bass and treble 
notes. 

For large cities, the linking of all of the 
schools in one program service system is a 
matter for the local program service com- 
pany that is working with the telephone 
company. It is not inly in position to sup 


radio suitable 


ply the connecting telephone circuits, but it 
has the organization trained for installing 
and servicing the terminal apparatus. 

It will pay every telephone company, as 
well as local program service company to 
study the school requirements for program 
service circuits and equipment and arrange 
to furnish this equipment and service on a 
rental basis, the same as is done in the 
case of a P. B. X. telephone system. 
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This switchroom view shows the Strowger Automatic Dial equipment in the Barracas 
office, Buenos Aires. Substantial additi ns to this exchange have been made since 
this picture was taken. Above are glimpses of three other Strowger Automatic 
exchange buildings of the Compania Union Telefonica in Buenos Aires. 
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erce in Argentine— 
Krowger Automatic Dial | 


ITH over two million population, Buenos Aires is the largest 

and one of the most important cities in the southern hemis- 

phere. A meeting place for business travelers from all parts of 

the world, one of the attractions of the city invariably picked for 
favorable comment, is its excellent telephofie system. 


With the first Strowger Automatic Dial telephone having been 
placed in service in the Buenos Aires network in 1922, there are 
now over 75,000 of these telephones in operation in the city. 
Besides Buenos Airés, two other important cities of Argentine, 
Cordoba and Rosario, are under Strowger Automatic Dial opera- 
tion. The superlative service which this system renders telephone 
users in these South American cities substantiates the high 
reputation in which it is held wherever it is used. 
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Automatic Electric Inc. 


Manufacturers of 
STROWGER AUTOMATIC DIAL TELEPHONE AND SIGNALING SYSTEMS 
Factory and General Offices: 1033 West Van Buren Street, Chicago, U.S.A. 
Sales and Service Offices in Al! Principal Cities 


GENERAL EXPORT DISTRIBUTORS ASSOCIATED COMPANIES 

The Automatic Electric Company, Ltd., Chicago American Electric Company, Inc. . » ° Chicago 

— International Automatic Telephone Co., Ltd., London 

* + + Independent Sales and Engineering Co.,Ltd; Automatic Telephone Manufacturing Co., Ltd., Liverpool 2 
InAustralasia 8. .. A ic Teleph Led., Sydney The New Antwerp Telephone and Electrical 

InJapan . . A ic Teleph Led. of Japan, Tokyo Works ° ° ° ° ° e e 
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Columbia, Mo., Now Has Dial Operation 


Home of University of Missouri Cuts Over to Strowger Automatic Operation 
on Night of November 2, 1929—Initial Installation Includes 3,080 Lines of 
Equipment, With Eight-Position Toll Board—The New Telephone Building 


With an 
group of telephone off- 
cials and executives in 
attendance, the final 
steps in the conversion 
of the telephone system 
of Columbia, Mo., to 
dial operation were 
taken on the night of 
November 2, 1929. The 
cutting of the lines to 
the old manual equip- 
ment and the switching 
of the new automatic 
apparatus into operation, 
were accomplished 
smoothly and quickly by 


interested 


the corps of expert in- 
stallers and_ telephone 
company men; and 
within a few minutes 
the automatic switches 
could be heard clicking 
away, setting up the calls with mechanical 
accuracy and speed as they began to come 
in. from all parts of the city. 

Those present at the cut-over included 
J. G. Crane, president of Diversified In- 
vestments. Inc.; J. W. Wopat, consulting 
engineer, Diversified Investments Inc., O. 
V. Dodge, general sales manager, Auto- 
matic Electric Inc.; J. H. Hazlett, super- 
intendent of installation and operation, 
Automatic Electric Inc.; and L. L. Rug- 
gles, sales department, Automatic Electric 
Inc. There were also present officials of 
the local company as well as executives 
from other nearby operating companies. 


By C. I. Kuppinger, 
Sales Department, Automatic Electric Inc., Chicago 





The New Telephone Building at Columbia, Mo. 


The conversion of Columbia’s telephone 
system to dial operation gives the resi- 
dents of that city the benefits of a recog- 
nized modern service. One of the most 
progressive cities in Missouri, Columbia is 
the home of the state university, numbered 
among the largest educational institutions 
in the Middle West. Columbia is also the 
commercial center of the rich farming 
area which surrounds it. Its population is 
approximately 15,000, which number is sup- 
plemented yearly, to the extent of several 
thousands by. the influx of students enrolled 
in the university. 

A new two-story building was erected by 


the Columbia Telephone 
Co. for the new auto- 
matic exchange equip- 
ment. Half of the tirst 
floor space is occupied 
by the commercial oi- 
fices of the company 
with the toll board an 
rest rooms for operators 
occupying the remainder 
f that floor. The sex 
md floor is given over 
to the automatic switch- 
ing equipment. 
basement are the motocr- 
generator set and _ stor- 
age batteries, with ade 
quate storage space for 
plant supplies of. all 
sorts. 


In the 


In the equipment room 
on the second floor at 
present are 3,080 lines 
of automatic switching equipment. Plunger 
line switches, of the new self-aligning type. 
are used, with rotary secondary lin 
switches. The primary line switches are 
mounted on standard frames in groups oi 
200, the selectors and connectors being 
mounted separately on standard nine -foot 
frames. 

The system is operated on a four-digit 
basis. The individual and party lines for 
city service use the following groups of 
numbers: 3000 to 3099, 3200 to 4099 and 
4200 to 7499. P.B.X. lines are assigned 
to the following numbers: 3100 to 3199, 
and 4100 to 4199. Rural lines, of which 





Toll Switchboard at Columbia, Mo.—Power Board and Wire Chief’s Desk in the New Building of the Columbia Telephone Co. 
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there are at present 80, will use numbers 
from 800 to 899, with a fourtii digit added 
for the proper code. 

Special numbers have been assigned as 
follows: 112 Pay Station, 113 Information, 
114 Repair Clerk (complaint), 117 In- 
specting Trunks (wire chief), 119 Revert- 
ing Call (city), 110 Toll, and 90 Reverting 
Call (rural). 

The 80 rural handled 
automatically—a method which is gaining 
in popularity in many localities with a rural 
service problem similar to that encountered 
at Columbia. 

The rural 


lines are semi- 


this utilize 


connectors of the ten-party code-selecting 


lines in case 
type. Thus as many as ten parties can be 
accommodated on each rural line, making 
it possible to handle a maximum of 800 
rural subscribers with the connector equip- 
ment now installed. 

The rural magneto telephones are not 





Rotary Secondary Line Switches in the Columbia, Mo., Exchange—One of the Selector Boards 


with dials, but are used un- 
changed. Four digit numbers are assigned 
to all rural telephones, the first three digits 
being utilized to select the line desired, 
while the fourth operates the minor switch 
on the code-selecting connector to select 
the proper code to be sent out automati- 
cally. 


supplied 


When a rural subscriber desires to make 
a call, he turns the crank of his magneto 
telephone, which causes the line switch 
associated with the line he is on to plunge 
and select a selector repeater. This in turn 
causes a trunk-finder switch to operate 
which connects the selector repeater to the 
key-sending operator. This key-sending 
device is associated with the first position 
on the toll board, so that that operator can 
handle whatever rural calls come in, in 
addition to her toll calls. 

The call coming in on a rural line is in- 
dicated to her by a lamp signal. Upon 
answering the call, the rural subscriber 
Sives her the number in the usual way, 
which she sets upon the key set by de- 
Pressing the proper buttons. These but- 
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tons actuate register relays which, after 
the start button is depressed, cause the im- 
pulse sender to send out the proper im- 
pulses to operate the selector repeater and 
associated switches to establish the proper 
connection without further attention from 
the operator. 

Since the operator only has to receive 
the call and set it up on her key set, the 
equipment automatically completing the call 
even to the sending out automatically of 
the proper code as indicated by the final 
digit dialed, these rural calls require but 
a small portion of her time, the rest of 
which is utilized in attending to her cus- 
tomary toll duties. 

Another interesting feature of the rural 
line operation, is the five-minute automatic 
timing feature. If the subscriber on any 
call does not ring off within a five-minute 
period, a warning note is sounded at the 
end of four minutes, and the connection is 


automatically released at the end of a five- 
minute period. 

In this way, no one call can occupy the 
line an unreasonable length of time to the 
exclusion of other calls—and also if some- 
one on the line should forget to ring off, 
the line would be automatically freed at 
the end of a five-minute interval, so that 
others could use it as desired. This fea- 
ture does not apply to any numbers be- 
ginning with the digit one, so that special 
and toll calls will not be interfered with, 
even though they should last over the five- 
minute period. 

This semi-automatic handling of such 
rural service situations has considerable tu 
commend it, inasmuch as when the rural 
subscribers wish to be placed on a full 
automatic basis, they can be supplied with 
dial telephones and connected over to the 
city automatic apparatus with a minimum 
of bother. 

This plan is an excellent and _far- 
sighted preliminary step where the situa- 
tion is such that, for various reasons, 
dials cannot be placed on rural telephones 


Th 
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or telephones of outlying districts, at the 
time when the city conversion to full auto- 
matic operation is made. 

An interesting point of information is 
that practically all of the rural lines at 
When any 
automatic 


Columbia are grounded lines. 
of these are converted to full 
operation, however, it is necessary to put 
them on a full metallic basis. 

The power equipment of Columbia con 
sists of one 75-ampere motor-generator set 
operating from the commercial current ot 
220 volts, 60 cycles, three-phase—this set 
being placed in the basement in a room ad 
jacent to that containing the storage bat 
teries. In addition, a 50-ampere panel type 
rectifier is furnished, which also operates 
from the same power supply as the motor 
generator set. 

The 


charged condition on the full floating basis. 


batteries are maintained in a 


Vibrator type ringing machines are sup 
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in the Switchroom. 


plied in duplicate, which supply ringing 


current in five frequencies. For the semi- 
automatic ringing on the rural lines (S.A. 
M.X. operation), duplicate sets of auto- 


matic code interrupters are provided. The 


usual scheme of supervisory signals is 
followed. 
The manufacturers of the automatic 


equipment have also furnished and installed 
a six-position toll board of the latest type, 
and incorporating the most modern fea 
tures of operation. Two additional posi- 
tions have already been ordered, and will 
soon be installed, so that the toll board 
will have eight positions in operation within 
a short time. 

Additional manual equipment furnished 
to operate in conjunction with the auto- 
matic apparatus includes a two-position test 
and complaint desk, and a one-position in- 
formation and intercepting desk. 

The work of installing the equipment 
and apparatus was excellently carried out 
under the supervision of S. S. McAndrew, 
who also had charge of the installation of 
automatic equipment at Macon, Mo. 








Selling Service With Primer Arguments 


Saying One Thing at a Time Every Week of the Year Is Furnishing the Public 
With 52 Telephone Sales Points—Experience of United Telephone Co. at 
Abilene, Kans., With This Sort of Advertising—Description of Advertisements 


By Dan Hughes, 


Advertising Department, the United Companies, Abilene, Kans. 


The average telephone manager has so 
many problems to solve every day that he 
does little toward advertising the service 
he has to sell. The pages of TELEPHONY 
have repeatedly stressed that every ex- 
change should bolster revenues by using 
space in newspapers to tell the public the 
advantages of the service. 

An unthinking person might say that the 
telephone is so widely used that everyone 
is familiar with all phases of the service, 
but we who are in the business know this 
is untrue. If we tell people often enough 
what we are prepared to furnish and tell 
them effectively, they will buy from us. 

This brings us face-to-face with the 
problem. Advertising is a business in 
itself, and it is unreasonable to expect 
every telephone manager to master this 
subject as well as his own. It is true a 
groceryman writes his own advertisements, 
but most of such advertising is merely 
“beans so much—sugar so much—come 
and get them.” We cannot tell our story 
quite so simply. 

This writer was manager for a number 
of years of a telephone exchange of not 
quite a‘ thousand stations in an average 
county-seat town. Advertising had never 
been tried by previous operators and nat- 
urally only a small amount of money could 
be set aside for the purpose. By allowing 
one cent per station per month as a budget, 
it was found that a sma:l advertisement 
could be placed in each paper in town every 
week, and this was done. 

As the space could only be four inches 
single column with this allowance, the 
message. obviously contained only a few 
words. In searching for subject matter 
for these small ads, the primer and first 
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Two of the Single-—Column Ads Which Ap- 

peared Weekly in Newspapers of Small 

Town Exchanges of the United Companies 
at Abilene, Kans. 























‘An Unthinking Person,” Says Mr. Hughes, 

“Might Say That the Telephone its So 

Widely Used that Everyone Is Familiar 

With All Phases of the Service, But We 

Who Are in the Telephone Business Know 
This Is Untrue.” 


reader were called to mind. The “I see 
the cat. Do you see the cat?” style leaves 
no doubt that someone saw a feline; and 
as it is plain and easy to read, it is good 
advertising. 

By making one pungent statement about 
the telephone each week for a year, it was 
pessible to tell the public 52 arguments for 
having a telephone—and this is a lot of 
logic in favor of the service. Results 
from this constant appearance in the 
papers every week were noticeable, and the 
longer it was continued the more valuable 
it became. 


During the merging years the exchange 
was so:d to a holding company, and the 
manager was fortunate in that he was 
taken into the organization and _trans- 
ferred to the operating headquarters of the 
group. Investigation and analysis of hold- 
ing company operation have proved that 
advertising for a group of exchanges faces 
many of the problems confronting the in- 
dividual operator. The advantage the 


group manager has is that he is able to 
secure an advertising manager to prepare 
his copy and see that the service is well 
sold. In preparing the campaign to be 
used by this group dnring the coming year, 
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the primer style used effectively in previ- 
ous years has been adapted. 

Now it will be fitting to explain just 
what these primer advertisements contain. 

First, as the space is small, a_ border 
was designed that nct only helps to com- 
pete with users of larger space, but also 
presents two slogans which, by constant 
repetition, sell the idea of telephone serv- 
ice. These are “Use It More” and “Costs 
But Little.” The first of these is dis- 
played with a desk telephone at the top of 
the advertisement and serves the double 
purpose of presenting the slogan and mak- 
ing a break of white space to the material 
which will appear above it in the paper. 

The second is in the form of a round 
emblem at the bottom of the space inside 
the border and each advertisement is 
worded to make this “Costs But Little” a 
fitting.close.to the message. Thus the bor- 
der of the advertisement not only sets off 
the ‘space from surrounding material but 
also sells service in itself. 

The 52 messages to be placed in this 
standard border are short and to the 
point. All are so designed that a glance 
will take in the whole story. This is ac- 
complished by the use of small illustra- 
tions and hand-lettered copy. To make 
the advertisements hold the eye, the word 
“telephone” is never used. A cartoon of 
a desk instrument is always substituted in 
the sentence for this word. It is readily 
seen that this accents the word more than 
any other means possibly could. 

The messages cover everything, from 
the telephone borrower who should have 
a telephone, to the speed and facility of long 
distance service. Holidays are all included 
to assist in making the series timely. By 
careful insertion of these advertisements, 


Kt5 
CHRISTMAS 


effi Tak ar 
Everybody, at 
oat the office 


Ce 
Mi dnight 
er Noon 
ALWAYS 
at Your service 
O55 
BUT 


ey 

















f x‘ 


Ads of the United Companies of Abilene, 
Kans., in Which Primer and First Reader 
Arguments Were Used. 
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Advertisements Which Occupied Four Inches of Single-Column Space in Newspapers Each Week During the Year and Appearing in 
Exchange Towns of the United Companies of Abilene, Kans. 


it is possible to keep abreast of actual 
local happenings in any town. 

Probably this use of paid space to tell 
people facts that are obvious to us will 
seem foolish to some. It is true that most 
everyone knows the value of some part of 
telephone service, but it is also a fact that 
not very many laymen are familiar with 
all of the things we have to sell. It is to 
make sure that no one is left uninformed 
that everything is discussed in the series 
of advertisements. 

The small space will be effective in all 
sizes of newspapers. It has been tried out 
and tested in everything, from the small 
handset weekly to a daily using high-speed 
presses and all modern methods. In every 
case the layout has been strong enough to 
stand out on,the page and cry its message 
lustily. 

The lettering of the messages is not 
handsomely executed. This is done to fur- 
nish another reason to draw the eye to the 
advertisement. On a page of regularly set 
type, a reader cannot resist the impulse to 
look over the one line that wavers and 
wanders. For the same reason the small 
illustrations are sketchily drawn. It is 
not the purpose to hold the eye with a 
beautiful picture but to assist in forcing 
home the message carried below. 

In deciding the material to appear in the 
campaign, it was necessary to constantly 
resist the desire to be “clever.” By putting 
each advertisement to the test “will it sell 
the idea of telephone service?” it was pos- 
sible to weed out any layouts not worth 
the space for selling purposes. Many of 
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the arguments of the series are age-old to 
telephone men. However, none of them is 
a detriment for that reason. 

Small advertisements such as these will 
not do as much to sell the service as large 
advertisements appearing as frequently. 
Very few telephone exchanges, however, 
are fortunate enough to be able to afford 
large space weekly. If the choice is given 
of a small advertisement every week or a 
large advertisement occasionally, then by 
all means the smal! advertisement should 
be chosen. 

The blowing of a whistle every day at 
noon is remembered and looked forward 
to while the much louder shrieking of a 
fire siren creates only temporary interest. 
Our business is regular, 24 hours of every 
day including Sundays and holidays, and 
we never hold a “Fire Sale.” 

These advertisements are a direct help 
to the Independent telephone manager who 
asks, “How can telephone service be ad- 
vertised?” They are not a 
ice” prepared by some agency as a money- 
making proposition. We made them, and 
we are using them to sell our service to 
the people in our towns. 

It has been the custom of the United 
Trust Co. to supply to the Independent 
telephone field any material of this nature 
that proves effective when used by ex- 
changes with which it is associated. As all 
production costs on such advertising have 
been paid when it was first tested, it is 
possible to supply repeat orders at a nom- 
inal charge. ; 

These advertisements are proving profit- 
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able in our exchanges, and if any Inde- 
pendent manager, or holding company ex- 
ecutive with small operating units, wishes 
to take advantage of them, they are always 
available. 


Hallowe’en Party of Home Com- 
pany at Fort Wayne, Ind. 

The annual Hallowe’en party of the 
Home Telephone & Telegraph Co. at Fort 
Wayne, Ind., proved a gay occasion for 
nearly 300 employes, their families and 
friends, on Tuesday night, October 29. The 
affair, which was sponsored by the com- 
pany’s athletic association, was held in the 
warehouse auditorium, which was decor- 
ated with colors and novelties that carried 
out the Hallowe’en spirit. Large pumpkins 
were in evidence at all the windows. 

A vaudeville program featuring the girls 
from the plant, commercial and general de- 
partments opened the program. The pres- 
entations were entitled “The Sniggles 
Family” and “The Kitchen Cabinet Or- 
chestra.” These acts were well received 
by the audience. A black-faced comedian, 
in a dumb waiter act, followed the girls’ 
presentations and gave the crowd many 
laughs. Wayne Link was featured in sev- 
eral vocal solos. 

At the conclusion of the stage features, 
a huge dirigible labeled “The Home Tele- 
phone Company” was _ floated into the cen- 
ter of the auditorium and its contents re- 
leased by a wire. A grand march preceded 
the dance. Music. was offered by a six- 
piece orchestra. Refreshments were served 
during the evening between the dances. 
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er Arguments for Selling Service Were Used as Subject Matter in These Advertisements, Which Occupied Four Inches of Single- 


Column Space in Small-Town Kansas Newspapers for Each Week During the Year. 








Reunion of Illinois Telephone Family 


“Silver Jubilee Convention” of Illinois Telephone Association This Month to 
Be in Nature of Great Family Reunion and Homecoming and Joy Feast— 
Program of Varied Interest and Attraction for All Engaged in Telephone Work 


The question in the business world of 
today of “What do we want to do?” does 
not in the nature of things lend itself to a 
final answer because shifting conditions, 
new opportunities, increased good-will and 
prestige, proving public confidence and 


broader vision change men’s view of what, 


they want to do or accomplish. 

This is one of the chief reasons why the 
interchange of experience and information 
through telephone’ association conventions 
and reunions results in more efficient busi- 
ness methods conducive to greater . profits 
and better service to the public. Conven- 
tions are one of the most effective plans 
to make the individual man a broader and 
more valuable public servant. Conventions 
increase men’s knowledge and personal effi- 
ciency and enlarge their vewpoints. 

Cooperative activities of this sort are a 
practical kind of cooperation, bringing the 
individual into contact with other mem- 
bers of his telephone association and the 
operations of his business in touch with 
the operations of the other fellow’s busi- 
ness for their mutual benefit. This is espe- 
cially true this year because of the celebra- 
tion of Illinois’ 25th annual get-together 
meeting at Hotel Abraham Lincoln, 
Springfield, on November 20 and 21. 

The convention will be in the nature of 
a great family reunion and homecoming 
and a joy feast. In addition to an ex- 
cellent program, the meeting this year 
offers an unusual opportunity to meet and 
mingle with telephone friends, both old and 
new. The attendance committee reports 
indicate the greatest interest and en- 
thusiasm ever experienced over an annual 
state convention, and the attendance at 
the meeting will break all records, it is 
predicted. 

The program is extremely practical. For 
example, there will be discussions by five 
prominent telephone men on planning, con- 
structing, and maintaining plant; the profit- 
able operation of small exchanges, and 
commercial relations between connecting 
companies, 

In addition to this array of talent the 
_program includes addresses by five men 
who all have worthwhile messages for 
Illinois telephone people. These men in+ 
clude the governor of Illinois, the mayor 
of Springfield, the chairman of the Tili- 
nois Commerce Commission, the manager 
of the United States Chamber of Com- 
merce and ‘the president of the — Illinois 
Telephone Association. 

All delegates will receive a unique badge 
of a silver telephone receiver suspended 
from a blue and silver celluloid medallion. 


The official souvenir of the “Silver Jubilee 
Convention” will be the ninth annual edi- 
tion of the Illinois Telephone Handbook 
compiled by the Illinois association. This 
handbook is a complete and useful book 
of telephone construction rules, tables, data 
and specifications for telephone men. 
Growing from a modest beginning in 
1921 the present edition is a handbook of 


Public Relations the Job of Every- 
one in the Organization 


There are few things in the business 
world more ridiculous than placing an 
executive in charge of public relations 
and pretending that he is responsible 
for them if they are successful. Public 
relations should not be considered a de- 
partment, not the work of any individ- 
ual. They are the job of every one 
in the organization. 

The success or failure of public rela- 
tions in any organization depends just 
as much on the minor employe as it 
does on the man in charge of the public 
relations department. Each comes in 
contact with the public, and the impres- 
sion each leaves is bound to react for 
or against his organization.—Andrew 
W. Robertson, Chairman of Board 
Westinghouse Electric & Mfg. Co. 














over 200 pages of helpful information. 
This year’s handbook has been thoroughly 
revised and rearranged to conform with 
what would seem to be a more practical 
and easily read book. In addition to the 
established features, eight new sections 
have been added this year, thus making 
one-third of the book new material. Thirty- 
eight illustrations are included with this 
new material. 

The increase in the size and scope of 
the handbook was made possible through 
the increase in the number of. advertisers. 
Twenty-four organizations generously co- 
operated with the Illinois association in 
making this handbook possible. The cover 
is of a silver ripple embossed stock with 
a metallic finish, making an unusually 
attractive and valuable reference book for 
Illinois telephone men. 

A complete registration and information 
desk will be in operation the afternoon and 
evening of the day before the convention. 
The tégistration desk will be located on 
the fourth floor of Hotel Abraham Lincoln. 
This isthe main convention ‘and exhibi- 
tion hall floor. The exhibits will also be 


open on the afternoon and evening of the 
day, before conyention, for. inspection, .as , 
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well as throughout the entire two days of 
the convention. 

Under the plan of registration adopted 
by the Illinois Telephone Association {or 
the past several years, all false or mislead- 
ing registration is eliminated. It is thought 
by the officers and directors of the asso- 
ciation that the value of a convention does 
not lie wholly in a large paper registra- 
tion; but that it is found in_ bringing 
together the people actually identified with 
the telephone industry. 

All delegates, visitors and their friends 
will register at the registration desk where 
they will be handed a coupon book con- 
taining a theater ticket good in any theater 
in Springfield; a receipt for the nominal 
registration fee, redeemable at face value 
for any dues or assessments of the associa- 
tion; a ticket to the dance on the evening 
of Wednesday, November 20; an admis- 
sion ticket for the lively dramatic enter- 
tainment at the K. of C. Auditorium by 
the Bell Players Club of Chicago, all of 
whom are telephone employes; coupons to 
be used for one or two novel features of 
the convention, as well as the important 
coupon for the annua! grand banquet and 
ball on the evening of Thursday, Novem- 
ber 21, all of which go into making a 
convention of general interest and enjoy- 
ment. 

As has been the practice for some years 
past, a registration fee will be collected at 
the registration desk. The registration fee 
has been reduced this year to $3. As pre- 
viously explained, this registration fee will 
be covered by a receipt to the one regis- 
tering, which may be used by his company 
in payment of any dues or assessments to 
the Illinois Telephone Association for the 
year 1930 at its face value. 

By this method, which has been tried 
out successfully for years past, the Illinois 
association secures a bona fide registration 
of telephone people, without subjecting its 
member companies to any expense what- 
soever for the entertainment and _ social 
features of the convention. 

In addition to the long established fea- 
tures which have distinguished Illinois tele- 
phone conventions for the past 24 years as 
model state-wide rallies for social and busi- 
ness activities, the intensive program of 
the “Silver Jubilee Convention” includes 
some novel and outstanding attractions 
which will be instructive and helpful as 
well as profitable. 

The traffic conference program is espe- 
cially meritorious because for the most part 
it will be devoted to actual classroom study 
and demonstration. All major items of 
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Allow for Future Requirements in 


Planning Home Telephone Arrangements 
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Seventeen telephone outlets provide for complete telephone convenience in the residence 

and garage of Mr. Edward Schmidt, 16960 East Jefferson Avenue, Detroit 

The telephone wiring is carried in conduit built into the walls and floors 
Rayrmonp Carey, Architect, Detrojt, Michigan 


Many arcutrects find it desirable, in providing for telephone 
service in new and remodeled residences, to plan for possible 
expansion or rearrangement as well as for immediate needs. 


Conduit for the telephone wiring is specified throughout 
the house. Ourlets are thus made available in every’ place 
where a telephone may seem suitable. The owner can have 
telephones just where he wants them, utilizing as many of 
the provided outlets as may be necessary to furnish him the 
service arrangements desired. He can easily change or add to 
the telephone locations in the future, if occasion should arise. 
And he can enjoy the improved appearance and protection 
against service interruption that result from concealed wiring. 


Telephone convenience has become so important a part of 
the modern home that architects are including provision for 
it in smaller residences as well as large. Most architects like 
to consult with representatives of the local Bell Company 
before planning the arrangements for specifte houses. The 
telephone company is constantly studying ways to improve its 
service, and will gladly make helpful suggestions. There is no 
charge for this consulting service. Just call the Business Office. 


In this advertisement, appearing this month in architectural maga- 


zines, the Bell System calls attention to the growing demand for 


comfort and convenience in the telephone arrangements of the home. 














36 


interest in technical operating practice, 
supervisory and management features will 
be discussed. 


It is realized that the smaller offices can- 
not economically employ the permanent 
services of an instructor, or even devote 
much supervisory time to the actual train- 
ing of student operators. Then, too, after 
placing the student operator on the rezular 
force, the proper follow-up cannot always 
be given, and consequently all calls are not 
handled properly. 

For these reasons, the traffic school 
division of the “Silver Jubilee Convention” 
is arranged so as to give the operators, 
especially from the smaller offices, an op- 
portunity to attend a modern school for 
traffic employes. 

A revised edition of the . Operators’ 
Handbook, which contains instructions for 
local operators in magneto offices, will be 
distributed to all delegates in the traffic 
school. This is a very valuable and: work- 
able instruction book, and alone is well 
worth attending the traffic conference. 

A special reception .and- entertainment 


TELEPHONY 


party will be held the afternoon of Novem- 
ber 20 for the ladies who are not attend- 
ing the regular sessions of the convention. 
Valuable prizes will be awarded to the 
winners of the various events in this 
“Guest’s Party.” 


To make the convention more interest- 
ing, a general contest is being staged by 
the attendance committee. It is called a 
“Toll Revenue Contest.” The delegates of 
the exchange winning this contest will re- 
ceive a very handsome and valuable prize 
to take back with them. The contest is 
based on the number of delegates from 
any one exchange, multiplied by the 
station-to-station toll rate from that ex- 
change to Springfield. The prize will be 
given at the grand banquet on the evening 
of the second day of the convention, by the 
president, Louis Pitcher, of the Illinois 
association. 

Executives of all Illinois telephone com- 
panies are invited to send as many of their 
executive staff and traffic staff as possible 
to the “Silver Jubilee Convention,” and 
urge them to attend the sessions promptly 














many different routes. 


the days to come. 


missed. 


to know them. 


shoe repair work. 


shoes in the same town since 1881. 


for years to come.” 
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THE WORTH WHILE ROUTE 
By Miss. Anne Barnes, 


Traveling Chief Operator, Iowa Independent Telephone Association, 
Des Moines, lowa 


The people who sit on the seats of succéss, today, traveled there via 
Some of these routes. involve real sacrifices. 
the most tragic is having little time to make real, lasting friends along the 
route—friends who will stand by through thick and thin, better or worse, in 


I have in mind the “Here Today And Gone Tomorrow” folks. 
cessful folks we read about in the “American Magazine,” whose intuitive sense 
of business affairs cause them to use position after position as mere stepping 
stones toward the goal they finally reach, belong in this class. 

“His meteoric success,” we read and after we have read on through the 
article we close the book and think between the lines, of what he must have 
What time did he have to make real, lasting friends? 
that one must live in the midst of people, associate with them in every-day 
clothes, know their likes and dislikes, their hobbies and peculiarities, in order 


A few days ago, an old friend of my father’s completed his 70th year at 
The Illinois State Register, in a write-up, speaks with 
great pride of the little old German who has sat at his work-bench mending 


One paragraph of the article tells of his going to Springfield in 1874 
to witness the unveiling of Lincoln’s monument. 
interests me far more, the writer tells, in relating some of the old shoe mender’s 
experience, what “Here Today And Gone Tomorrow” has missed in life. 


“....He delights in entertaining children....His little shop has always 
been a welcome spot for them on their way to school....Many of the chil- 
dren of days gone by stop in his shop for a pleasant chat and to reminisce, 
and all leave the shop with a fervent hope that the kindly old cobbler, who 
has soothed many of their difficulties, will continue in his humble chosen line 


I am sure the old cobbler sitting on his work-bench has something that 
many folks seated on gilded couches of fame have missed....A world oi 


Moral: “More precious than of gold that perisheth.”—Bible. 
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The suc- 


It would seem 


In another paragraph, which 


























Vol. 97. No. 19. 


and to remain in the sessions so that the 
maximum benefit may be received; the 
various social and entertainment features 
being assigned distinctive periods so that 
they will not interfere. Extraordinary 
efforts are being made by the 12 conven- 
tion committees this year to arrange for a 
very successful and enjoyable convention, 
and one which will involve member com- 
panies of the Illinois Telephone Associa- 
tion in the least possible expense. 


Missouri Convention Next Week 
Expected to Establish Record. 
The annual convention of the Missouri 

Telephone Association, to be held at Hotel 

President, Kansas City, next week, 

Wednesday and Thursday, November 13 

and 14, offers a program that is of inter- 


. est to everyone engaged in the telephone 


business in Missouri. 

The operators’ school and conference, to 
be held Thursday morning, November 14, 
should be an outstanding feature of the 
meeting. E. F. Carter of the Missouri 
Telephone Co. at Columbia, is general 
chairman, and he expects the conference 
will be better than ever. The late de- 
velopments in operating as well as proper 
and improper methods, will be stressed. 

Mr. Carter will be assisted by several 
outstanding persons in the Missouri tele- 
phone field, so that telephone people hav- 
ing traffic problems to discuss will be cer- 
tain of having the proper solution pointed 
out to them. 

A new departure on the program this 
year is a school and conference for line- 
men and troublemen. This will be in 
charge of John J. Kline, of Plattsburg, 
chief engineer, Middle States Utilities Co. 
of Missouri. As this group of telephone 
employes is a most important one in the 
conduct of an exchange, this conference 
should develop a great deal of interest. 

All of the exhibit space has been taken 
so that the Missouri telephone people will 
be able to learn all about the new develop- 
ments in equipment, apparatus and supplies. 
The exhibits are always an interesting part 
of every convention and this year’s pres- 
entations promise to be particularly com- 
plete. 

The Wednesday afternoon and Thurs- 
day afternoon meetings will be general ses- 
sions, at which a number of problems will 
be discussed by competent men. The ar- 
nual banquet and entertainment will take 
place on Wednesday evening and the spe- 
cial committee which is in charge of this 
reports that arrangements have been com- 
pleted for an especially pleasurable eve- 
ning. 

The program in full follows: 

WEDNESDAY MorniNG, NovemBer 13. 

Registration. 

Inspection of exhibits and meeting of 
old friends. 

Wepnespay, 1:30 P. M. 

Invocation. 
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Doing the work 
that it’s made for 




















YOU could run a telephone on a flash- 
light battery or an automobile battery 
... but that would be wasteful and 
inefficient. In this modern age there are 
more different ways of making batteries 
than there are of frying eggs. 


Columbia Gray Label Telephone Cells 
are made for one purpose— 
and to do that as well and as 
long as possible. They are 
made toruntelephones ... 
efficiently and economically. 
That’s their mission in life. 








And these batteries will lower power 
costs. They last longer. Recuperate 
when not in use. If you want a battery 
that will run your telephones at the low- 
est possible cost, stock Columbia Gray 
Label Telephone Cells. 


NATIONAL CARBON COMPANY, INc. 
General Offices: New York, N. Y. 
Branches: Chicago Kansas City New York, N.Y. San Francisco 


Unit of Union Carbide (ita and Carbon Corporation 


Olumbia 
Telephone Batteries 


Best by test-they last longer 
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When writing to National Carbon Co., please mention TELEPHONY. 
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Address of Welcome, by Conrad H. 
Mann, president, Chamber of Commerce, 
Kansas City. 

Response in Behalf of the Association, 
by Dr. S. T. Neill, president, Osage Val- 
ley Telephone Co., Clinton. 

“Importance of Cooperation of Utilities 
with Public Service Commission,” by Mil- 
ton R. Stahl, chairman, Missouri Public 
Service Commission, Jefferson City. 

“Installation of Buried Toll Cables,” by 
E. G. Greber, toll supervisor, Southwest- 
ern Belt Telephone Co., St. Louis. 

“Furnishing Modern Telephone Service 
to a Small Community at a Profit,” by FE. 
R. Stonaker, consulting traffic engineer, 
Rochester (N. Y.) Telephone Corp. 


TELEPHONY 


“Some of the Old Telephone Men I 
Have Known,” by M. L. Golladay, general 
manager, Middle States Utilities Co. of 
Missouri, Holden. 

Appointment of convention committees. 
WeEpDNEsDAY, 6:00 P. M. 
Association Banquet and Entertainment. 

Dancing. 

TuHurRspAY, NOVEMBER 14, 9:00 a. M. 

‘Operators’ School and Conference, under 
the supervision of E. F. Carter, manager, 
Missouri Telephone Co., Columbia, as 
general chairman. 

Group Discussions. 

Tuurspay, 9:00 a. M. 

Linemen’s and Troublemen’s School and 
Conference, John J. Kline, chief engineer, 
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Middle States Utilities Co. of Missouri, 
Plattsburg, general chairman. 
Tuurspay, 1:30 p. M. 

“Personnel Work,” by L. C. Oberlies, 
personnel director, Lincoln Telephone & 
Telegraph Co., Lincoln, Neb. 

“Causes and Effects of Telephone Cir- 
cuit Transmission Troubles,” by C. C. 
Yates, transmission engineer, Southwest- 
ern Bell Telephone Co., Kansas City. 

General Business Session: 

Report of treasurer. 
Report of secretary. 
Report of committees. 
Election of officers. 
Miscellaneous business. 
Adjournment. 


What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Illinois Commission Approves New 
Toll Commission Schedule. 

The Illinois Bell Telephone Co. has been 
authorized by the Illinois Commerce Com- 
mission to enter inte trafic agreements 
with other telephone companies throughout 
the state of Illinois for interchange of tele- 
phone traffic without prior approval of the 
commission in each instance. The commis- 
sion has modified order entered May 8, 
1928, in case 18264, which relates to a 
former traffic agreement. The compensa- 
tion clause of the order follows: 


The commission 
per message is 


Where the average 
revenue for orig. 
message 1S 


And Sched. Sched. 
Over Not Over A B 

$0.00 $0.125  $0.065 $0.005 
0.125 0.15 0.07 0.008 
0.15 0.175 0.075 0.013 
0.175 0.20 0.08 0.017 
0.20 0.225 0.0825 0.021 
().225 0.25 0.085 0.025 
0.25 0.275 0.0875 0.029 
0.275 0.30 0.09 0.033 
0.30 0.325 0.0925 0.036 
0.325 0.35 0.095 0.039 
0.35 0.375 0.0975 0.041 
0.375 0.40 0.10 0.043 
0.40 0.425 0.1025 0.044 
0.425 0.45 0.105 0.045 
0.45 0.475 0.1075 0.046 
0.475 0.50 0.11 0.047 
0.50 0.525 0.1125 0.048 
0.525 0.55 0.115 0.049 

0.55 0.60 0.117 0.05 
0.60 0.65 0.118 0.052 
0.65 0.70 0.119 0.054 
0.70 0.75 0.12 0.056 
0.75 0.80 0.121 0.058 
0.80 0.85 0.122 0.059 

0.85 0.90 0.123 0.06 
0.90 0.95 0.124 0.061 
0.95 1.00 0.125 0.062 


For average revenues per message above 
$1.00,.the commission per message increases 
$.001 in both schedules for each 10 cents 
increase in revenue per message. 


Schedule A will apply to all originating 
messages, whether handled to completion 
by the originating company or passed to 
some other point, commonly known as a 
toll center for handling and completion to 
destination. 

Schedule B will apply as additional com- 
mission to all originating messages that 
are handled and completed by the originat- 
ing company to destination. 


Deposit Fee Required Where 
Credit Is Not Established. 


Telephone users in Tulsa and Oklahoma 
City, Okla., who have not secured a credit 
rating with the Southwestern Bell Tele- 
phon Co. will be required to make a $10 
deposit on telephones to insure payments 
of long distance toll charges under the pro- 
vision of an order of the corporation com- 
mission more than a month ago, it was re- 
vealed on October 31. 


In the remainder of the state the charge 
will be $5. Officials of the telephone com- 
pany said this is not an installation charge 
but a deposit made by certain telephone 
users to insure payment of the toll charges 
on long distance calls. The money draws 
6 per cent interest for the depositor, and 
when the telephone user has shown he or 
she meets the obligations promptly and has 
established a credit rating with officials of 
the telephone company, the money with in- 
terest is to be returned. 

The order was signed by C. C. Childers 
and Fred Capshaw, Democrats, but E. R. 
Hughes, Republican member, refused to 
sign. There is already considerable protest 
where the new order has been enforced 
and it is probable a petition against the 
order will be filed with the Oklahoma 
commission. 

Last year the telephone company lost 
about $140,000 through failure of telephone 


users to pay their long distance charges 
and thus far this year the loss to the 
Southwestern Bell company from the same 
source has been about $84,000, according to 
H. E. Rhodes, public relations official of 
the company. 


Highway Department Asks Aid in 
Removing Pole Stumps. 

The Department of Highways of Minne- 
sota has had a number of complaints to 
the effect that some utility companies in 
rebuilding or abandoning old pole lines, 
are cutting off the old poles at or a few 
inches above the ground. 

“This creates a bad condition on our 
right-of-way,” says the commission, “and 
results in considerable increased cost in our 
maintenance operations. These stubs stick- 
ing up interfere with weed mowing, break 
our machinery and are in the way of fu- 
ture grading operations. 

“It is, therefore, necessary that all such 
stubs be entirely removed, and hereafter 
the practice of leaving them be discon- 
tinued. In some cases we have already 
collected damages caused by this condition, 
but this is something that should be 
avoided.” 

The cooperation of the companies in this 
matter is respectfully solicited by J. T. El 
lison, chief engineer. 

Mountain States Company Ac- 
quires Wyoming Property. 
The Interstate Commerce Commission 
recently authorized the Mountain States 
Telephone & Telegraph Co. to take over 
the properties of the Wyoming Telephone 
Co., which owns and operates exchanges 
at Glendo, serving 21 owned subscribers 
stations and Glenrock, serving 173 sub- 
scribers’ stations. The company also owns 
23 rural lines which are served from the 
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Prest-O-Lite is 


available ever NEW YORK: Carbide and Carbon Bldg. 

where. Anyone - SAN FRANCISCO: Adam Grant Building 

yt Pa IN CANADA: The Prest-O-Lite Company WA BO PM tt1) 1) OF Bd RS 

Exchange stations of Canada, Ltd., Ontario 4 La 4 4 4 aa oi Ls 

can supply you 

qui kK} ith — 
flltan ite COMPANY. Ine 
Prost OL camming. 

GAS NORTH CHICAGO, ILLINOIS 
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speed up the work and do a 
better job at lower cost. 

Ask your local Prest-O-Lite 
Gas Distributor to demonstrate 
this equipment for you or write 
us for complete information. 


THE PREST-O-LITE CO., Inc. 


Unit of Union Carbide and Carbon Corporation 
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“FULL WAVE 


CHARGER .. for 


PBX BOARDS 





convenient visual indication. 


Write today for Bulletin TC 27 which describes 
this remarkable charger in full. Remember, too, 
that there are Fansteel Chargers for all tele- 
phone requirements, and that Fansteel engineers 
are always glad to help on special problems. 


DISTRIBUTOR: 


Kellogg Switchboard and Supply Company 
1020 West Adams St., Chicago 


Be a supporter—mention TELEPHONY. 


° i 
Prest-O-Lite Is b 
E 
U lly Convenient | 
nusually ; 
¢. Made in two Fag sd oe. 
. . easy to handle on a pole, & “pone tenn eniaaaaae 
underground, in the transformer ¥§&. 
room, or in the shop ... easy to B: Fansteel has developed what is probably the 
¥ most economical battery charger ever manufac- 
work in corners and close quar- Ki tured for telephone service—the new TYPE CB. 
ters . h - Casy to ae to the yt This improved charger incorporates all the good 
exact heat required...nopump- + features of the old standard units, Types RA 
EVEREADY ing, no preheating, no waste of and RB—with the addition of greater output— 
PRESTONE fuel by x" . assuring an ample reserve of power to keep 
' ue etween jobs. 4 batteries on full charge in spite of heavy drain. 
Electrical Contractorsand Util- ; 
a 7 y As with all Fansteel Chargers, the charging rate 
ity Companies prefer Prest-O- Py is easily adjusted, and once set, requires no 
Lite blow-torches because they =~ further attention. A built-in ammeter affords a 
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exchange of the Mountain States com- 
pany at Douglas, about midway between 
Glendo and Glenrock. 

On July 24, 1929, the Mountain States 
company contracted to purchase all the 
physical and tangible properties of the 
Wyoming company for $26,000, payable in 
cash. An appraisal made by one of the 
Mountain States company’s engineers found 
the reproduction cost new of the properties 
to be acquired to be $46,044, and less de- 
preciation $35,130. Included in the proper- 
ties is a parcel of land at Glenrock valued 
at $600. 

In 1928, operating revenues and operat- 
ing expenses of the Wyoming company 
were $7,546 and $7,981, respectively, and 
after payment of taxes the net deficit was 
$1,139. 

The territory has grewn beyond the ca- 
pacity of the Wyoming company to care 
for the public demand for service, the com- 
mission found, and Mr. Shaffner, the 
owner, desired to retire from business and 
turn the properties over to the Mountain 
States company for operation. 


Chesapeake & Potomac Acquires 
Property in West Virginia. 

The Interstate Commerce Commission 
last morith authorized the Chesapeake & 
Potomac Telephone Co. of W. Va. to ac- 
quire the properties of the Hurricane Tele- 
phone Co., Hurricane, W. Va., which 
serves 56 subscriber stations. It owns ap- 
proximately 1.9 miles of pole line, 5,215 
feet of aerial cable and 10 single miles of 
open wire. 

On May 1, 1929, the Chesapeake com- 
pany contracted to purchase all of the 
properties of the Hurricane company, free 
and clear of all liabilities, liens, and en- 
cumbrances, except cash on hand and notes 
and accounts receivable, for the sum of 
$10,000. 

The appraisal made by one of the Chesa- 
peake company’s engineers found the re- 
production cost new of the properties to be 
$6,842, and less depreciation $6,232. 

The cost of rehabilitating the property 
will be approximately $339, the conunis- 
sion said, of which $39 represents expendi- 
ture for new plant and $300 represents the 
cost of repairs and rearrangements. It 
was estimated that on the basis of pres- 
ent conditions and service a deficit of $250 
per annum will be incurred. No estimate 
was made on the basis of future develop- 
ment. ; 

Commissioner Eastman, dissenting, 
stated: “It seems to me that in this case 
the purchase price has not been sufficiently 
justified.” 


‘ 


Increased Schedule of Rates 
Granted Minnesota Company. 
The Inter-County Telephone Co. was 

granted authority by the Minnesota Rail- 

road & Warehouse Commission recently to 
increase its schedule of rates at its ex- 
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changes at Blooming Prairie, Ellendale and 
Hayfield, which serye a total of approxi- 
mately 1,336 stations. The schedule of net 
monthly rates effective as of November 
1, 1929, is as follows: 


Individual line, business............. $2.75 
Individual line, residence............ 1.50 
Four-party line, residence........... 1.00 
Rural multi-party (metallic)........ 1.75 
Rural multi-party (grounded)....... 1.50 


The estimated operating revenues under 
the petitioned rates as shown by the peti- 
tioner’s exhibit would be $27,074.21, the 
commission found, the operating expenses 
based upon the company’s experience for 
the year 1928, plus taxes and uncollectibles 
but exclusive of depreciation, $19,274.75, 
leaving a net income of $7,799.46 for de- 
preciation and return. 

After a careful consideration the com- 
mission found the fair present value of 
the telephone property operated by the 
Inter-County company to be $80,000. 

Upon due consideration of the company’s 
application the commission authorized a 
modified schedule of rates which, together 
with the petitioner’s toll and miscellaneous 
revenue, will produce an estimated annual 
revenue of $26,350.71. 

The estimated operating expenses, based 
upon the company’s average experience for 
the years 1927 and 1928, including taxes, 
uncollectibles and depreciation, will be 
$20,750.71, the commission found, leaving 
a net return of $5,600. 


Service Changed to Common Bat- 
tery; Increase Agreed to. 
Authority to increase its rates at its Dor- 
chester exchange has been given by the 
Nebraska State Railway Commission to the 
Lincoln Telephone & Telegraph Co. In- 
dividual business rates are raised from 
$3.00 to $3.75; individual residence from 
$1.50 to $2.00 and farm lines from 
$1.50 to $1.75. A two-party residence rate 
at $1.75 is added. The company is au- 
thorized to charge 25 cents additional per 
month where payment in advance by the 
tenth of each month is not made, and to put 
all the new rates into effect on December 1. 
The exchange has been operated in 
rented property or quarters on the main 
street upstairs over business rooms. It has 
lately been installed in a new fireproof 
building owned by the company ata cost 
exceeding $6,000. The town lines have 
been converted from magneto to common 
battery service, and the farm lines made 

full metallic. 

The present book cost of the property 
in use at Dorchester as of December 31, 
1928, was $49,861. The new construction, 
less salvage, added $9,214, leaving the pres- 
ent investment $59,000. The company has 
been serving 430 subscribers at this ex- 
change. For the year 1928 the gross rev- 
enues amounted to $9,276.15, and gross ex- 
penditures, including depreciation but not 
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interest, amounted to $9,25624, leaving a 
net earning for the year’s operation 
of $19.19. 

Under the new schedule it is estimated 
that the annual gross revenues will be $10,- 


' 729.69 as against estimated annual ex- 


penses of $9,262.55, leaving as its annual 
return on its investment the sum of $1,- 
467.14. This will provide a return on the 
book cost of, the properties of less than 
2.5 per cent. In spite of this a small 
minority of the subscribers petitioned the 
commission to keep the old magneto service 
at the old rates. 

Eighty per cent of the patrons, however, 
had expressed a willingness to have the 
new and improved service plus a raise in 
rates. These new rates were set out in 
consent petition filed with the commission, 


. andthe latter says that, as there was no 


protest at.the hearing and a general desire 
for the improved service, they are entitled 
to have it. The commission declined to 
consider a suggestion from some at the 
hearing that free service should be given 
with neighboring exchanges of Crete and 
Friend. 


Commission Shows Fallacies of 
Rate Objectors’ Contentions. 

The Nebraska State Railway Commis- 
sion has authorized the Lincoln Telephone 
& Telegraph Co. to increase rates at its 
Wahoo exchange. Objection was filed by 
a group of farmers and others, and they 
have indicated, since the order was issued, 
that they will appeal to the courts. 


In the hearing they sought to develop 
the price paid for the properties in 1913 
when purchased from local owners. The 
commission ruled that this is immaterial 
and irrelevant, for the reason that it does 
not include all the property at this time, 
and for the further fact that market 
values have been rejected by the commis- 
sions and courts as a measure of fair 
value of public utilities for rate-making 
purposes. This must be true, it added, as 
the greater the earnings the higher the 
market values; and as the earnings grow 
smaller, the value will be correspondingly 
reduced. 

The protestants also sought to plead the 
conditions of an old franchise, but the 
commission said this was also irrelevant, 
for under regulation only the fair value of 
the property is to be considered in de- 
termining rates, not ancient contracts. 

The company offered in evidence the 
book value of $135,000 determined in 
April; when rural lines are all metallicized, 
the total investment will be $143,727. 
These values were based on appraisals 
made when the property was purchased in 
1912, and have been continued on an it 
vestment basis since then, the rising costs 
of labor and material being represented a5 
they were met by payments of cash. The 
company also offered an appraisal of the 
property on a reproduction new b@sis of 
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Uniform quality 
assures to you a 
lower average in 
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The pure zinc coat- 
ing on @rapo Gal- 
vanized Telephone 
Wire and Strand is 
non-peeling, non-crack- 
ing. Even when subject- 
ed to splicing, twisting 
or bending, this protective 
coating remainsuninjured. 


Thatis why @rapo Galvan- 
ized Products are outlasting 
all others in actual service. 

That is why users, year after 
year, are reducing maintenance 
costs to new low levels.... 


@rapo Galvanized Telephone 

Wire and Strand can be obtained 
from representative Jobbers. In- 

sist upon @rapo quality! You can 
identify it by the Crapo Tag.... 


Indiana Steel & Wire Co., 


Muncie, Indiana 





Suppose a business 


man said 


“I don’t need 
a telephone!” 


No business man who knows the advantages 
of a telephone would say this. Likewise, no 
telephone man who knows Addressograph 
advantages would say that he doesn’t need 
an Addressograph. 

84 of the 114 largest independently owned 
operating telephone companies, as well as 
thousands of smaller companies, use 
Addressographs to reduce expense, save time, 
prevent mistakes and add to profits. 

There are Addressograph machines as low 
as $20, f. o. b. Chicago, and same machine im- 
prints subscribers’ bills with name, address, 
date, rate, etc., and writes and imprints count- 
less forms used in office, stockroom, shop, 
etc. The work is done 10 to 50 times faster 
than by hand methods and errors are 
impossible. 







Let the Addressograph 
representative show you 
how other telephone com- 
panies are saving time, 
reducing expense and 
eliminat- 
ing errors 
with Ad- 
dressographs. 
Send the cou- 
pon. You 
will not be 
obligated. 


c . 


Sales and service agencies in the principal cities of the world 


AppREssoGRAPH Co., 916 W. Van Buren Street, Chicago 


Canadian Head Office and Factory: Addressograph Co., Ltd., 
30 Front Street W. Toronto, 2, Ont. 
European Head Office and Factory: London, England 
Manufacturers of Graphotype, Addressograph, Dupligraph, Cardograph, Speedaumat. 








Appressocrapu Co., 916 W. Van Buren St., Chicago, Ill. 


Am interested in knowing how Addressograph will 
reduce expense and save time in my business. 


Name 
Address 
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$161,255 or less depreciation, $142,352. 

The commission adopted for use 80 per 
cent of the estimated cost of the plant 
new, in order to allow for depreciation 
features not included by the company. 
This left the present value at $129,004. 
Protestants wanted the commission to take 
into account the assessed valuation for 
taxation purposes; but the commission, on 
the authority of the supreme court, held 
that this does not furnish a safe guide be- 
cause too many elements enter into an 
assessment for taxation which have no 
place in the determination of values for 
either private sale, condemnation or con- 
fiscation. 

Revenues and expenses for the past year 
were $29,488 and $28,308, respectively, leav- 
ing a net profit of $1,179. Under the pro- 
posed schedule these become $34,519 and 
$29,179, leaving a return on the property 
of $5,340, based on predictions of changes 
from one service to another because of in- 
creases. The commission cut the item of 
depreciation from 6 per cent to 5.5 per 
cent because of the real estate owned, giv- 
ing the net revenue for the year $6,382, or 
4.4 per cent on the book cost. 

The commission holds that certainly a 
schedule of rates which does not produce 
a return in excess of this percentage on 
the book cost is not unreasonable to the 
rate-payer. Under such conditions it is 
unnecessary to find a value for the prop- 
erty as it believes, and so finds, that the 
proposed rates are reasonably required for 
the purposes of the corporation. The fol- 
lowing net monthly rates are put in force 
at once, save that those for farm lines 
shall become effective when they have been 
made metallic. 

Business, individual, $4.25; one-way busi- 


ness, $2.00; residence, individual, $2.25; 
residence, two-party, $1.75; residence, 
two-party and mileage, $1.75; residence, 


ten-party, $1.75; business, ten-party, $2.25; 

residence, ten-party and mileage, $3.41. 

New Building, Equipment and Im- 
proved Service; Rates. 

The Nebraska State Railway Commis- 
sion has granted authority to the Lincoln 
Telephone & Telegraph Co. to increase its 
rates at its Gresham exchange, from $3.00 
for business to $3.50; individual residence 
from $1.50 to $2.00; party residence, from 
$1.35 to $1.75 and farm from $1.50 to 
$1.75. Four-party residence service ‘will be 
discontinued. The company will continue 
to offer county service to Benedict, Thayer, 
Waco, York, McCool and Bradshaw for 
$1.00 a month additional and with one ad- 
ditional town for 50 cents. 

The Gresham exchange was built by the 
York County Telephone Co. in 1903 and 
purchased by the Lincoln company in 1912. 
The book value of the plant as of De- 
cember 31 last was $40,884, and since then 
a building has been erected, common bat- 
tery service installed, and new boards and 
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equipment, which brought the investment 
up to $50,356. ‘ 

The company offered a reproduction new 
valuation of $62,968, less depreciation of 
$53,247. These figures do not include 
working capital, fixed by the company ap- 
praisers at $5 a station, nor the $8,296 of 
going concern value, both admitted by the 
commission to be. proper to be considered. 
It took 75 per cent of the reproduction 
new as a measure of the depreciation that 
had taken place in the plant. 

The commission says that the estimate 
of $5 per station for working capital does 
not give consideration to the fact that 
service charges are payable in advance, 
which provides at least a part of the cash 
working capital required for operation, but 
the service revenues will not provide all 
the working capital necessary to include 
stores and supplies, accounts receivable and 
the like. 

The commissions and courts, it says, have 
held that going concern value is an element 
to be considered in finding the value, for 
rate-making purposes where the physical 
property is connected in an operating unit 
and serving the public. The limitations of 
this case do not require that the commission 
make a finding as to the amount required 
for working capital nor the value of the 
going concern, and these were disregarded 
in its conclusions. 

The exchange serves 421 subscribers and 
the gross exchange revenues, to which 
were added 25 per cent of the toll revenue 
as indicated in the state law as being a 
proper allocation, total $10,835. The ex- 
penses total $9,046, which includes $2,783 
for depreciation on a 5.5 per cent basis, 
which the commission finds is reasonably 
necessary for the protection of the prop- 
erty. 

This leaves a net of $1,788, which will 
pay a return of 3.7 per cent on the ap- 
praisal value, less depreciation, or 3.6 per 
cent on the book figure, giving effect to the 
additions and hetterments and excluding 
working capital and going concern value. 
This is held not to be an unreasonable re- 
turn for the use of the property. 

The company solicited the subscribers 
for the purpose of securing their consent 
to the proposed increase in rates, but there 
was a misunderstanding as to whether there 
would be a raise regardless of the approval 
of the patrons. The company, therefore, 
did not introduced any signed petitions to 
show such approval, and the commission 
decided the case on its merits, independently 
of that controversy. The new rates be- 
come effective November 1. 


Wisconsin Commission Order On 
Physical Connection Appealed. 
Appeal from the order of the Wisconsin 

Railroad Commission that the Poynette 

Telephone Co., controlled by the North- 

west Telephone Co., Madison and the De- 

korra Farmers Mutual Telephone Co. must 
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provide a physical connection between their 
Poynette switchboards was served on the 
commission secretary, William Dinneen, on 
October 23. 

The law firm of Sanborn, Blake and 
Aberg, serving the Northwest Telephone 
Co., has appealed the commission’s order 
to the Dane county circuit court. 

Dr. W. J. Focke, Poynette, secretary 
of the Dekorra Farmers’ Telephone (Co, 
made the petition for the connection to en- 
able patrons of one company to call patrons 
of the other company without being forced 
to go through the long distance exchange 
at Wyocena. 


Summary of Commission Rulings 
and Schedule of Hearings. 


ILLINOIs. 

November 1: _ Illinois Bell Telephone 
Co. authorized to enter into traffic agree- 
ments. with other telephone companies 
throughout the state of L[llinois for inter- 
change of telephone traffice without prior 
approval of the commission. 

November 1: Illinois Commercial Tele- 
phone Co. authorized to make effective new 
schedule for exchange rates at Belvidere 
and Garden Prairie. 

November 1: Order approved dismiss- 
ing case in matter of proposed advance in 
rates for service between Armington and 
Minier, stated in schedule Ill. C. C. No. 2, 
sheet 17, of Corn Belt Telephone Co. 

November 1: Order approving lease 
issued between Illinois Bell Telephone Co., 
lessor, and A. T. & T. Co., lessee, cover- 
ing certain premises in Danville at annual 
rental of $13,718.59. 

November 6: Hearing at Springfield 
before Commissioner Gilbert in the matter 
of the proposed advance in rates for service 
of the Herrick Limited Telephone Co. in 
Herrick, Shelby county, stated in rate 
schedule Ill. C. C. 1, filed by the company. 

November 6: Hearing at Springfield be- 
fore Commissioner Gilbert in the matter 
of the proposed advance in rates for sery- 
ice of the National Trail Telephone Co. 
in Altamont, Effingham county, rendered 
by the company. ; 

November 6: Hearing at Springfield 
before Commissioner Brinkman in the mat- 
ter of the proposed advance in rates tor 
service of the National Trail Telephone 
Co. in Brownstown, Fayette county, stated 
in rate schedule as filed by the company. 

November 6: Hearing at Springfield 
before Commissioner Collins in the matter 
of the proposed advance in rates for serv- 
ice of the National Trail Telephone Co. 
in St. Elmo, Fayette county, rendered by 
the company. : 

November 6: Hearing at Springiield 
before Commissioner Wilson in the matter 
of the proposed advance in rates for serv- 
ice of the National Trail Telephone Co. ™ 
Beecher City, Effingham county, stated ™ 
rate schedule as filed by the company. | 

November 6: Hearing at Springfield 
before Commissioner Gilbert in the matte! 
of the application by the National Trail 
Telephone Co. for authority to abandon 
telephone service at Loogootee and vicinity 
in Fayette county. — 

November °7: Hearing at Springfield 
before Chairman Hadley in the matter © 
the supplemental applications filed by t™ 
Corn Belt Telephone Co. for an order 
making the present increase of 25 cents pe 
station per month for telephone servic’ 
permanent and establishing the present 
fective rates as its just rates and relieviné 
the company of all accounting provision 
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ASSOCIATED TELEPHONE 


AND 


TELEGRAPH COMPANY 


Paid-Up Capital Over $15,000,000 
Kansas City Chicago New York 


v 


HE ASSOCIATED TELEPHONE AND TELEGRAPH 
COMPANY, which is owned by British and American 
Interests, undertakes outside of United States of America: > 
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1. Engineering, Construction, Management and 
Operation of Complete Telephone Installations. 


2. The Examination, Negotiation and Acquisition 
of Telephone Concessions. 


3. Financing Telephone Operating Properties, or 
Extensions to Existing Plant. 


THE ASSOCIATED TELEPHONE AND TELEGRAPH 
COMPANY and its Allied Companies own and manage 
directly or indirectly upwards of 300,000 Telephones, and 
are connected with important British and other Manufac- 
turing and Financial Interests throughout the World. 


Corporate Headquarters: 100 West Monroe Street, Chicago 
Cable Address: “TELANTEL” 


Bankers in U.S. A. 


Harris Trust and Savings Bank, Chicago, U. S. A. 4 
Continental Dllinois Bank and Trust Company, Chicago, U. 8. A. 
Commerce Trust Company, Kansas City, U. 8. A. . 
Guaranty Trust Company of New York 
U. S. Financial Agents: Theodore Gary and Company, 
Kansas City 


Bankers in London 


Westminster Bank, Limited 


London Financial Agents: Theodore Gary and Company London 
Stafford House, Norfolk Street, Strand, London, W. C. 2. 

















ZETKA 
SPECIAL VACUUM TUBES 


For the rigid requirements of Tele- 
phone Repeaters and Amplifiers, Special 
characteristics, together with longer life, 
insure a minimum “replacement” problem. 


Grid, Plate and Filament are designed 
to produce maximum efficiency under 
actual operating conditions. 


Zetka Special Tubes cost more—and 
are worth more. 


Send us your specifications and oper- 
ating conditions. We will be glad to co- 


operate with you to increase your 
efficiency. 


Radio Utilities Corporation 
67-73 Winthrop Street 
Newark, New Jersey 











TELEPHONY , 43 





It can choke up 
an entire exchange 


A bit of defective cable can throttle traffic on 
busy lines ... annoy subscribers . . . throw a whole 
system in disorder ... 


“Unbroken ' service”—the watchword of the 
telephone industry—is synonymous with Western 
Electric lead-covered cable . . . the cable used in 
more than half the telephone lines in the world... 
... not the cheapest cable, perhaps, but certainly 
the most economical in terms of service. 


Here you have the experience of 47,years ... 
the standards of the largest organization of cable 
experts in the world .. . the constant inspection 
and reinspection in manufacturing . . . the testing 
and re-testing . . . result; 
the “nearly - perfect” T= oravsar 4 
a—o recat Oe 





Successor to Western Electric Supply Dept. 


Offices in 72 principal cities. GRAYBAR ELEC. CO., Room 1501 
Graybar Bldg., 420 Lexington Ave., New York 


Be a supporter—mention TELEPHONY. 
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and separate fund provisions contained in 
previous orders of the commission. 
KANSAS. 

October 7: Application granted of 
Portis Telephone & Electric Co. for per- 
mission to sell its plant and property to 
the Central Kansas Telephone Co. 

November 12: Hearing on application 
of the’ Lost Springs Telephone Co. for a 
certificate of convenience and authority to 
transact the business of a telephone utility 
at Lost Springs and vicinity. 

November 15: Hearing on application 
of the American Telephone Co. for per- 
mission to change its rates for service at 
Horton. 

MINNESOTA. 

October 28: Northwestern Bell Tele- 
phone Co. authorized to extend tne base 
rate area of its Anoka exchanze and es- 
tablish new classes of service, in the man- 
ner and as outlined in the Exhibit “B” at- 
tached to and made a part of the applica- 
tion filed by the company. 

October 28: Duluth & Iron Range Rail- 
road Co. permitted to establish a rate of 
$2.00 per month or $6.00 per quarter, for 
party line of not less than six stations on 
existing construction within Castle Danger 
zone of eight miles, and not more than 12 
miles from the limits of the city of Two 
Harbors. 

November 1: Northwestern Bell Tele- 
phone Co. authorized to exercise its option 
for the purchase of the Warroad Tele- 
phone Co., owned by Gertrude Fox. 

November 8: Hearing at Waterville in 
the matter of the joint application of the 
Minnesota Communities Telephone Co. to 
purchase the Cannon Valley Telephone 
Co., Waterville; Farmers & Merchants 
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Telephone Co., Arlington; Henderson 

Telephone Co., Henderson; Scott County 

Telephone Co., Jordan, and the Citizens 

Home Telephone Co., Belle Plaine. 
MIssourRI. 

October 30: Application granted of L. 
G. Isaacs, operating under the name of 
Community Telephone Co. for a certificate 
of convenience and necessity to operate a 
telephone system in the city of Miller, 
Lawrence county, and vicinity. 

October 30: Application granted of 
Middle States Utilities Co. for permission 
to file an amended rate schedule and file 
collection rules for Hamilton. ; 

October 30: Collection and service rules 
filed by Pleasanton Telephone Co. for its 
Foster exchange, accepted by the commis- 
sion. 

October 30: Application granted of 
Central Missouri Home Telephone Co. for 
rate increase at Houstonia, to become ef- 
fective November 1. 

October 30: Complaint dismissed of J. 
K. Franks vs. the Citizens Public Service 
Co. of Mo. signed by a number of sub- 
scribers of the Metz Telephone Exchange, 
stating they were receiving poor service, 
discourteous and abusive treatment from 
a Metz operator and requested that they 
be furnished an operator who would give 
courteous treatment and good service. The 
commission received-a letter from J. K. 
Franks stating that the Citizens Public 
Service Co. made a change in operators 
and good service is now being received. 

November 12: Hearing in the matter of 
the motion by the commission, complainant, 
vs. the Central West Missouri Telephone 
Co. of Keytesville, as to the service ren- 
dered by the Central West company at 
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Keytesville. Commission ordered an in- 
vestigation made of the service. 
NEBRASKA. 

October 24: Application of the Lincoln 
Telephone & Telegraph Co. for permission 
to increase rates at its Fairbury exchange, 
found reasonable and authorized as asked. 

October 30: Application filed by the 
Lincoln Telephone & Telegraph Co. for 
authority to increase rates at its Seward 
exchange. 

November 1: In the matter of the ap- 
plication of the Lincoln Telephone & Tele- 
graph Co. for authority to discontinue 
service at its Blue Springs exchange and 
serve patrons from Wymore, held that the 
legislature having provided that 60 per cent 
of the patrons may petition for the aban- 
donment of an exchange, and the patrons 
having so petitioned, the commission is 
without authority in the matter other than 
to see that an efficiency and sufficiency of 
service is provided at reasonable rates; 
held, that the application is reasonable, and 
should be approved, Wymore rates to gov- 
ern Blue Springs service as soon as condi- 
tions have been fulfilled. 

November 2: Application filed by the 
Lincoln Telephone & Telegraph Co. for 
authority to discontinue certain service in 
connection with its Julian exchange on the 
ground that it is being used. 

WISCONSIN. 

October 23: An appeal from a recent 
decision of the commission ordering a 
physical connection of the Northwest Tele- 
phone Co. and the Dekorra Farmers Mu- 
tual Telephone Co., serving Poynette and 
the nearby rural communities filed in Dane 
county circuit court hy the Northwest com- 
pany and notice served on commission. 


Condensed Telephone News 


Officers of Companies Are Urgently Requested to Forward to Us Promptly 
All Financial and Other Statements as Soon as Issued and Any Items Relat- 


ing to Construction, Rebuilding, or Changes in Their 


New Incorporations and New Tele- 
phone Companies. 


New York City, N. Y.—The Middle 
Atlantic Public Service Co. has been or- 
ganized in Delaware to acquire Independ- 
ent telephone companies in the United 
States. Grinnell Wylie said to have been 
long identified with the telephone industry, 
will head the company. John C. Fell & 
Co. are arranging financing for it, which 
consists of an offering of common stock. 

New Witmincton, Pa.—Charter for 
the New Wilmington Telephone Co. was 
filed at the register and recorder’s office 
here recently. 

The incorporators are A. W. Thompson 
and Mary Amon, who are also named as 
directors. Capital stock is $50,000 divided 
into 500 shares of the par value of $100 
each. Principal exchange is located at 
New Wilmington, with another at New 
Bedford. The lines extend into Wilming- 
ton, Lackawannock, East Lackawannock, 
and Shenango township in Mercer county. 


Franchises. 

LiveRMORE, IowA—The Northwestern 
Bell Telephone Co. won in the special elec- 
tion held here recently with 126 votes 
against 11, when the question submitted 
was the granting of a 25-year franchise, 
and authorizing the company to occupy 
streets and other public places for the 
purpose of conducting a telephone and tele- 
graph service. 


cl ss «eee - = 


Stuart, lowa—The Northwestern Bell 
Telephone Co.’ has been granted a 25-year 
franchise to operate here. 


Elections. 


GENESEO, Irt—Officers of the Henry 
County Telephone Co. were reelected re- 
cently at the annual meeting of directors. 
George Ryan, Kewanee, is _ president; 
Frank Preston, Geneseo, vice-president ; 
Seaver Humphreys, Atkinson, secretary, 
and John Nowers, Atkinson, treasurer. 

OstonG, Itt.—At the annual meeting of 
the Oblong Telephone Co., Joe James and 
W. E. Sloan were elected directors. W. H. 
Wilson retired after having served 20 
years. 

GUTTENBERG, Iowa—V. A. Hyde was 
elected president of the Guttenberg-Garna- 
ville-Garber Telephone Co. at the annual 
election recently. Edward Rodenberg was 
named vice-president; William Rodenberg, 
secretary; Henry Kann, treasurer and 
Louis Kothe, Fred Clefish and George 
Heck, Jr., directors. 

BIRMINGHAM, Iowa—F. L. Small, Bir- 
mingham, was elected president of the Van 
Buren County Mutual Telephone Co. at 
the annual meeting recently, and Gale 
Wolf, vice-president. Other officers were 
named as follows: D. R. Hornbaker, sec- 
retary, and J. H. Stull, treasurer. Articles 
of incorporation were amended, giving the 
board authority to increase the amount cf 
its indebtedness of the organization, which 


Plants and Systems 


is expected to be preliminary to improve- 
ment and extension work. 

Evxaper, Iowa—Arthur Buckman was 
reelected president of the Farmers Mu- 
tual Telephone Co. at the annual meeting 
held here. J. J. Finnegan was reelected 
secretary and William Baars, treasurer and 
manager. L. L. Hulverson was chosen for 
the post of vice-president. Two directors 
elected at this meeting were Henry Klahr 
and Charles Rantzow. - 

Lost Nation, lowa—A meeting of the 
Lost Nation Telephone Co. was held re- 
cently and the officers reelected for the 
coming year as follows: President, Earl 
Current; vice-president, Will Cook; secre- 
tary-treasurer, James Clapp. 

Construction. 

RussELLvVILLE, ArK.—J. E. Armstrong, 
manager of the Russellville Telephone ©. 
has purchased lots for a modern exchange 
building. 

A modern two-story building, designed 
especially for the telephone company, with 
offices on the first floor and the teicphone 
exchange upstairs, will be erected at 4 
cost of $10,000. Construction work will 
probably be started in the spring Mr. 
Armstrong says. 

BirMINGHAM, Iowa—The Van Bure 
County Mutual Telephone Co. has pur 
chased the Farmers Savings bank building 
in Birmingham and will establish its Bir- 
mingham central office there as soon as 
necessary repairs and remodeling are com 
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Mathias I 4 & Sons . 


a Established 1857 
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TACKLES SAFETY STRAPS 


jp CLIMBERS LAG WRENCHES 
Since 1857 thie Zz PLIERS TOOL BAGS TREE TRIMMERS 
BELTS WIRE GRIPS SLEEVE TWISTERS 











“OFFERING EXCLUSIVELY T E LE | x G 
i _ For Central Office and PBX Ringi 
Preferred and Participating eine ee sega 





Stocks om 
REED! 
of 

DIVERSIFIED INVESTMENTS came. 

INCORPORATED TACT! 

NATIONAL TELEPHONE AND IDEAL 
TELEGRAPH CORPORATION bane : 

ASSOCIATED TELEPHONE AND Fully Guaranteed 
TELEGRAPH COMPANY Converts 60 Cycle Lighting Current 


to 20 Cycle Ringing Current. 
POSITIVELY NO RADIO INTERFERENCE 
Very low current consumption. 


THEODORE GARY AND COMPANY 


Model EX-3 has been proven the ideal ringing 
machine by hundreds of satisfied users. 


Telephone Bond and Share Company ee ee ek 
Dealers in Telephone Securities Sold by Leading Telephone Distributors 
CHICAGO M4 : 
0Se. Latte TetapneneDiip. Rectenve bon Bids. secon mas Telkor, Inc., Elyria, Ohio 
Franklin 0930 Harrison 0772 Central 8786 6-0321 





(Write for booklet) 






























XAINIER fIR- (ROSSARM} 


AMERICAN CROSS ARM & CONDUIT CO. 


THE OLDEST AND LARGEST PRODUCERS IN THE WORLD 











_- 
Note protection at corners 


Rial. Insulated Sinphia 


Trade Mark 


Unequalled for telephone and 
bell wiring. The fibre insu- 
lation prevents troublesome 
short circuits and grounds. 
4 Sizes. ~*~ Pat. Nov. 1900 
Write for samples 


Blake Signal & Mfg. Co: 


BOSTON, MASS. 


Mills on Pacific Coast—Atlantic Coast—Texas 
Factories at Chicago, Kansas City, Newark 


CREOSOTED YELLOW PINE 
CROSS ARMS and CONDUIT 


Locust Pins — Oak Brackets 


OFFICES—1458 McCormick Bldg—CHICAGO 
220 Broadway—NEW YORK 
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te rte Tacha 
JAY G. MITCHELL 


TELEPHONE 4 om 
Member A. I. E. E. 
Member W. ’s. E. 


1509 South Park Ave. Springfield, Ill. 








Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 
Monadnock Building CHICAGO 











KEARNEY 
Certified Malleable 
Screw Type 


Anchors 


14 Sizes 
Main Office ST. LOUIS, MO: 








CONSULTING 
Telephone Engineer 
GARRISON BABCOCK 
1107 White Building 
SEATTLE ._ WASHINGTON 








J KIOMNSy, I one Bony: oe F bmes) 
* reteenone —N te appraise relephone 





The list totals 663. 
Would you like to 
avail yourself of my 


RNe, y eek services? 


N . 
INDIANAPOLIS 903-4 Lemcke Building 








CONSULTING TELEPHONE ENGINEERS 
Ww. C. POLK J. W. WOPAT 


Plans, Estimates and Reports, 
Appraisal and Supervision 


Can arrange a moderate amount of financing 


406 West 34th St. Kansas City, Mo. 








W. H. CRUMB 


Telephone Engineer 


9 South Clinton St. Chicago 








J. G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals, Rate Surveys, 
Financial Investigations. Organization, 
and Operation of Telephone Companies 
J. G. Wray. Fellow A. I. E. E. 
Cyrus G. Hill 


2130 Bankers Bldg., Chicago 
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pleted. The telephone company has 
occupied the second floor of the building 
several years. 

Iona, Ipa——Announcement has been 
made by the Interstate Utilities Co. that a 
telephone exchange will be installed at 
Metaline Falls to meet growing business 
demands. Heretofore, Metaline Falls has 
been served through the Iona exchange of 
the company. 

St. Peter, Minn.—Manager Otto R. 
Kohn of the Nicollet County Telephone 
Co., announced recently that the company 
has started an improvement program that 
will entail the expenditure of between 
$18,000 and $20,000 in St. Peter before 
January 1. 

B.LuFFron, Ounto.—Work has been 
started on the $50,000 improvement of the 
Bluffton Telephone Co. More than 300 
poles are to be replaced and will carry 
wires for the system throughout this sec- 
tion. Erection of the poles is the first 
work in the program, which is to result. in 
the complete. modernization of the’ Bluff- 
ton company, officials say. An additional 
switchboard is to be installed in the cen- 
tral office. 

Miscellaneous. 

Rockrorp, I11.—The Mid-Continent 
Telephone Co., which controls three Win- 
nebago county exchanges, has transferred 
its headquarters from the Mead building in 
this city to the Nickolas building, St. Louis, 
Mo. The New Milford, Byron and Win- 
nebago systems, which it owns, will con- 
tinue under its operation. 

SHOBONIER, ItL.—J. F. Briethaupt of 
Oaktown, Ind., has. purchased the property 
of the Brown Telephone Co. of Shobonier 
and vicinity. 

GALESBURG, ILL —The Intra-State Tele- 
phone Co. has completed negotiations for 
the purchase of the Avon Telephone Co., 
operating an exchange in that community, 
20 miles south of here, involving about 
$40,000. The Intra-State company took 
over the Avon lines the first of this month, 
including the suburban lines in that 
territory. 

H. B. Gash, president of the Avon sys- 
tem, retired from the management and 
William Wright is the new manager. He 
has been associated with the Abingdon 
exchange 14 years and is now superintend- 
ent there. The Intra-State, in addition to 
its Galesburg and suburban lines, now 
has three outside systems, at Knoxville, 
East Galesburg and Avon. 

CorninGc, Iowa—It has been rumored 
that the local telephone company, now op- 
erating under the name of the United 
Telephone & Communication Co., is again 
to be sold, to Kalweit & Co. of Omaha, 
Neb. According to rumors this company 
is buying up options'on a number of tele- 
phone companies in small towns, among 
which are Lewis, Griswold, Corning, Trey- 
nor, Carson, Lenox, and Shannon City. It 
is believed that the options have already 
been purchased in these towns. 

The present ownership has lasted since 
a year ago June 1, when the business was 
purchased from John A. Anderson, who 
has pioneered in service in Adams county. 

LeGranp, lowa—The Central Iowa Tel- 
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PEARBL 
Life-time 


ere 


Save time, eliminate aun 4 Hot galvanized 
screw-hooks and malleable castings are separ- 
able and indestructible. Standard 2-groove por- 
celain. Stocked by Telephone Manufacitrers, 

WM, H. PEARL CO. Indianapolis, Ind. 








ACCOUNTING 


HERDRICH AND BOGGS 


Certified . Public Accountants 
Specializing op Public Utilities 


901-7 Continental Bank Bldg. 
Indianapolis, Indiana 








Universal. Insulators 


will support your drop wires 
to your entire satisfaction 
and. at. a minimum cost. 
Are you a user? Samples 
free on request. 


Universal Specialty Co. 
711 Poplar Street 
Terre Haute, Ind. 











COFFEY SYSTEM & AUDIT CO. 
CERTIFIED PUBLIC ACCOUNTANTS 
Consolidated Bldg. Indianapolis, Ind 


AUDITORS 














THE BOWDLE SYSTEM 


Always shows you where you stand. 
We have solved the bookkeeping prob- 
lem of a large number of companies. 
Write us about our 
monthly audit. 






Bowdle Accounting Systems 
Cerro Gorde, Illinois 








KEARNEY 
Guy Wire Clips 


Eliminate Serving 


Strand Ends 
Main Office - - ST. LOUIS, MO: 








Creosoted 


CEDAR POLES 


Prompt Shipment via Rail or Water 


CASCADE TIMBER CO. 


822 Tacoma Building Tacoma, Wash’ 








NAUGLE POLES 


Northern and Western Cedar 


Butt-treated of Plain 


NAUGLE POLE & TIE CO. 


59 Fast Madison St., Chicago 








Northern Western 


CEDAR POLES 


A full assortment of sizes 
Prompt Shipments Assured 


T. M. Partridge Lumber Co. 
Lumber Exchange MINNEAPOLIS 








Creosoted Wood Conduit 


Railroad Ties, Bridge Timbers, Piles, Poles, Paving Blocks 
and Lumber—Mannufacturers of Cross Arms, Signal Trunkis 
and Wyckoff Conduit for Underground Wires. 


The Wyckoff Pipe & Creosoting Company 
OFFICE: 522 5th Ave., N. Y. WORKS: Portsmouth, ‘3- 


Established bo 
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ephone Co. has purchased the LeGrand tel- 
ephone exchange from Arthur Ludwig, 
former owner, and took possession Novem- 
ber 1. Mr. Ludwig remains as manager. 
Sutherland Dows, lowa utility magnate, 
is owner of the Central lowa Telephone 
Co. an Independent organization, which 
now operates 23 exchanges throughout the 
state. J. N. Mitchell is manager. 

We.tispurG, Iowa—A_ score of rural 
lines operating out of this city, as result 
of ineffectual endeavors to reach agree- 
ment with the lowa State Telephone Co., 
which two years ago took over the Wells- 
burg exchange, have formed a temporary 
organization looking toward organization of 
a new exchange for the city. In many in- 
stances patrons of the rural lines voted 100 
per cent for the new company. 

The rural lines averaged between 12 and 
18 patrons. Chief objections to the oper- 
ation of the Wellsburg exchange by the 
new owners was the rule requiring ex- 
change privileges be paid in advance and 
the increase in toll charges, affecting par- 
ticularly. those men who have frequent 
calls to the county seat. All rural lines 
are mutually owned by the patrons and 
unless the town subscribers cooperate fully 
in the new company it will fail, the rural 
telephone subscribers have pointed out. 

Petition for a franchise in the city is 
being prepared for early presentation to 
the council. Joe DeNui, a patron on one 
of the nine lines upon. which the Iowa 
State company has already discontinued 
service, heads the temporary company. 

PARKVILLE, Mo.—The North Side Tele- 
phone Co., which has served Parkville and 
vicinity for-a number of years past, has 
= sold to Millard F; Cheek of Kansas 

ity. 

Aurora, Nes—John Jones of Aurora 
was elected manager of the Hamilton 
County Farmers Telephone Association at 
the meeting of the board of directors held 
recently, to fill the vacancy caused by the 
resignation of J. L. Evans a month ago. 

McComs, On10—The Farmers’ Mutual 
Telephone Co., which has operated here 
for 20 years, has been sold to H. W. 
Stoker, owner of the Home Telephone Co. 
here, for $2,040. It was appraised a year 
ago at $3,962. 

TirrIn, On1o—Fort Seneca, hamlet be- 
tween Tiffin and Fremont, is again getting 
telephone service after more than a year 
and a half. The Ohio Bell Telephone Co. 
is stringing wires and connecting about 100 
telephones in the community. Service was 
lost to Fort Seneca and vicinity when the 
March, 1928, sleet storm destroyed all lines 
of the company and left it penniless. 

Kapoka, S. D.—L. A. Potter is now in 
charge of the telephone exchange of the 
Kadoka Telephone & Electric Co. 

Richmonp, Va—It is reported here 
that the Empire Public Service Co. has 
acquired the power and telephone lines of 
the East Coast Utilities, Inc., in North 


Carolina and Delaware. 

_Bosconen, Wis.—The Boscobel Tele- 

= Co. has purchased the lines of the 
Sant 


Valley Telephone Co., the latter 


serving rural patrons in the vicinity of 
Boscobel. 


lang HALL, Wis.—Controlling interest 
sh € Lim oln Farmers Telephone Co. was 
to \he Community Telephone Co. at a 
meeting held here recently. 
at ch acquiring the Whitehall ex- 
a Xe Community company has prac- 
a mplete control over all the tele- 
o ae ‘anges in Trempealeau and Jack- 
- yt les. The telephone proprietors 
a . _ Trempealeau, Centerville, 
Rive es trick, Blair, Osseo and Black 


‘'S were previously acquired. 
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Switchboard 


Cords 


Tough as a rawhide thong—and 


as flexible, are switchboard cords 
when made by R-L. Tough 
to take the gaff of daily hard 
use and flexible to reduce 
the factor of fatigue. 


Eight major points 
of construction 
make this cord 
your logical - 
chocie when 


1751 N. 


quality and 

economy de- 
cide your pur- 
chases. 


R-L Switchboard cords 

are furnished in five 
standard colors to fit any 
size or make of plug. 


Your inquiry as to further details 
and prices will receive prompt at- 
tention when addressed to 


RUNZEL-LENZ ELECTRIC 


MEG. Co. 
Western Ave., Chicago, III. 


Dependable Since 1904 
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Underwriters and 
Distributors of 
Independent 
Telephone Company 
Securities 


Our 19 years’ experi- 
ence in the tele- 
phone and public 
utility fields enables 
us to be of real ser- 
vice to you. 


0 


We welcome your 
inquiries for financing or 
outright purchase 


as) 


CAMMACK, CLARK 
& COMPANY, Inc. 
208 S. La Salle St. 
Chicago 




















“UNIQUE” 


COOL- SAFE 
COPPER HANDLE 


WuicH LESSENS 
ACCIDENTS AND 
PROPERTY DAMAGE 


The piano wire grip 
compensates for the 
expansion and con- 
traction of the 
shank when heat- 
ed and cooled. 


Space 
minimu 


pointed 
into handle. 


handle for 
on main frames. 


No. 2—% 


with % shanks. 


221 Whiting St. 





















Note Air 
and 


contact of 
IT WON’T sh “9 k and 
“LET GO.” — 


Simply force 
shank 


A DEPENDABLE 


work 


No. 1—7/32 to %& shank. 
to % shank. 
No. 2 for heavy coppers 


UNIQUE MEG. CO., Inc. 


Chicago, Illinois 
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PORTUNITIES:! 


Rates 10 cents per word, payable i in advance. Minimum charge $2.00 for 20 words or less. 





“REBUILT” TELEPHONE 
APPARATUS | 


aad exchange equipment saves you 30 
to 50 per conte _ ef iciericy 
cuaranteed. 


EVERYTHING vou NEED” 


for tha installation and gueratiog of a 
—_ lete 1 a cams or Cen- 


nergy. 


SWantY YEARS’ SUCCESSFUL 
; - OPERATION , 


¢ 


of our “Rebuilt’ 
ment. puts. it past, the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. © ae? 


| ADDRESS 
“Rebuilt” Equipment Department 


Premisr fiestric Lompany 


- Chicago, I. 


“REBUILT” when cienieatnii with 
PREMIER means something. 








RECONSTRUCTED EQUIPMENT 


Am. Elec. No. 36 type 4-bar 1000 or 
1600 ohm Bdg. compacts with Kellogg 
Transmitters @ 


Automatic Elec. Receivers, complete 
With” COrTrd’ @ .ncccccccccccccccccccece 


$ 6.50 


eee ee eee ee 





Equipment Depart- 


A Valuable Book for 
a Small Price. 


A practical and explicit work on 
many problems of the magneto 
‘exchange. 


“THE INSPECTOR and THE 


TROUBLE MAN 


by Stanley R. Edwards and 
“. A. E,. Dobbs 


embodies an-:extensive explanation 
in plain English of magneto ex- 
changes, line construction, tele- 
phone troubles, and the theory of 
electricity as appiied to telephony, 
with diagrams and illustrations to 
make clear the various points. 
The man in the small exchange 
will find this book especially 
valuable. 


Paper Bound—75c 


Telephony Publishing 
Corporation 


608 S. Dearborn St. Chicago, Il. 





FOR SALE 


W. E. 24-VOLT switchboard lamps @ 
$10.00, per 100. Bakelite mouth-pieces 
for W. E: Transmitters @ $6.00 per 100, 
Armatures for W. E. No. 22 generators 
@ 75c, for W. E: No. 47 generators @ 
$1.00, for W. E. No. 48 generators @ 
$1.25. Monarch Ring, Listen and Ring- 
back Keys @ $1.00. No. 17 parallel 
bronze drop wire @ $6.50 per 1000 feet. 
The TELEPHONE REPAIR SHOP 

6966 Ravenswood Ave., Chicago. 








FOR SALE—100 Stromberg automatic 
type desk stands, complete with dials, 
off center bases, like new at $3.50 each. 
CORWIN ELECTRIC CO,; _Indian- 
apolis, Ind. 





FOR SALE—Small Exchange, North 
Central Wisconsin—fine country; own 
one hundred fifty subscribers—switch 
fifty. Ideal for man and wife. Will 
make terms. -Address 7612, care of 
TELEPHONY. 


FOR SALE—One-half interest or all 
of my RADIO broadcasting station and 
system. Located in Walnut, Kansas. A 
thriving country town with oil and gas 


developments ‘around it. Address 761), 
care of TELEPHONY. 











POSITIONS WANTED 
POSITION WANTED—By telephone 


man, age 28; 10 years’ experience as all 
around telephone man, common battery 





Automatic Elec. 2 M. F. 3 Con- 


densers “(2-2-MF in one can) @..... -50 or magneto. Address 7611, care of 








Western Elec. No. 46 or Kellogg No. 79 TEL ? E 
C. BB. Te. Calle @ ccccccccsccccsces -50 EPHONY. * 

24-volt Swbd. lamps, per 100 @...... 8.00 WANTED-Steady position as mait- 

Garford C. B. Steel hotel set with bal- L ° h E] t . C tenance man; common battery or mag- 
ance coil talking Ckt. equipped with €1Cc e€ctric 0. neto. Experienced and reliable, with 


Straight line or 16-33-50 and 66 cycle 
Fimgwere @ nosdipcccccccccccccccccions 5.00 


Kellogg drop coils, 100 ohm 385c ea., 500 
ohm 45c ea., 1000 ohm.......-.+e.6- -55 


Dean 3-bar 1000 or 1600 ohm Bdg. desk 


good references. CLAUDE DISBROW, 
Magneto Bluffs, Ill. ; 


WANTED—Experienced bookkeeper, 





set with inside connection signal set 

@ $9.00—4-bar $9:50—5-bar @...... 10.00 
Kellogg No. 28 3-bar 1000 or 1600 ohm 

Bdg. desk set with inside connection 

signal set @ $10.00-—4-bar $10.75— 

BeDAP QD .cccccchics ated spocccccctoce 11.50 
Kellogg No. 97 C. B. desk sets with No. 

404 Straight line steel signal sets @.. 7.00 


Write for Our Bulletin 


REBUILT emmed, ° -—- a — co. 
No 


1940 W. 2ist at. + Chicago 











HAVE YOU ANY OLD TELE- 
PHONE EQUIPMENT 
TO BUY OR SELL? 


Then try the “Opportunities” page in 
TELEPHONY for it will give you 
quick and pleasing results, as the fol- 
lowing letter from the Manteca: Tele- 
phone Co., Manteca, Calif.) testifies: 


“Enclosed please find check in poymens of 
invoice for classified advertisement. 
Fy from the advertisement Z : 
in sood old TELEPHONY.” 


We receive many similar letters 
every day. 


WHY DON’T YOU GIVE IT A TRIAL? 














Wall Sets 


Late compact No. 103 
type, enclosed bind- 


ing post compacts, 3 
or 4 bar, 1000 ohm 
DED ni ckueaedaaes $7.50 


3 bar, harmonic ringers 8.00 


5 bar, 1600 ohm ringers 8.50 
Entirely Rebuilt 


Buckeye 
Telephone & Supply 


Company 
1432 S. Parsons Ave. 
COLUMBUS, OHIO 
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makes out financial statements, income 
and commission reports, 14 years i 
service, wishes employment. Address 


7603, care of TELEPHONY. 








WANTED 


WANTED—Will trade 600 acres lané 
improved, near large city, soon ready 
for development, for telephone propert! 
Address 7613, care of TELEPHONY. 








WANTED—One or more Telephon & 
Exchanges—group preferred. Send it! 
information, — strictly ‘confidential, ™ 
Jacob J. Banks, Atchison, Kansas. 


PERSONAL 








ee ttt 





WANTED—Will George Grimes, call 
splicer, or anyone who knows where? & 


is, kindly notify H. E. Boe 


Delaware Ave., Peoria, Illino 
important. 











